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YOU/LL BUILD VOLUME BY 


(95 -| PUSHING THE SALE OF 


KNOBS « TUBES « CLEATS « OUTLET AND 
SWITCHBOXES AND OTHER INSULATING ITEMS 


USE Cash in on the national building upturn by talking and selling 
Porcelain Insulated Wiring. 
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24 %& Porcelain has greatest insulating properties—it’s safe! 
Porcelain permits a more elaborate wiring job for the same 
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money! 


lise Porcelain permits an adequate wiring job at less cost! 
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Porcelain wiring permits greater flexibility in wiring layouts! 
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% Porcelain gives quick inventory turnover! 
% Porcelain gives you and your contractors good income! 

Porcelain is best—it’s profitable to you! 
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On every call talk and sell Porcelain Insulated Wiring. 


Send for complete fact manual to show your trade 


STANDARD ELECTRICAL 
PORCELAIN 
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A movement that will build 


How every manufacturer will profit: 


Let us show you sample poges illustrating how the Master Specification 

















ENGINEERING © INSTALLATION + REPAIRING + MARKETING 


The Master Electrical Specification will 
be a check against "forgotten products,” 
left out of specifications. And your adver- 
tisement, tying in, will be a check against 


your products being left out. 


An Advertising Index, classified by prod- 
ucts, will direct the specification writer's 
attention to the advertising pages display- 
ing the products in which he is interested 
at that moment. 


You will be present "at the architect's 
elbow" at the very time when he is writ- 
ing the specifications which deal with 
your products. 


By supplying full information on your line, 
you will make it easy for the specifier to 
mention it by name in his specifications. 


You get months—perhaps years—of value 
from this long-life advertising at regular 
advertising rates. And your ad will be 
read by all the men who write specifi- 
cations. 


for all types of occupancy will be presented. 


ELECTRICAL CONTRACTING © 330 W. 42nd ST., NEW YORK, N. Y. 


The most extensive editorial service in 35 years of publishing 


—and the ywreatest opportunity for sales-producing advertising | 


WRITE TODAY. Closing date—May 22nd. 


























Regular Electrical Contract- 
ing circulation PLUS extra 
distribution to all leading 
architects and electrical en- 


gineers. 


All too long electrical contractors and 
manufacturers have suffered through a 
condition over which they have had no 
control=-POOR SPECIFICATIONS— 
that encourage low bidding and _ in- 
adequacy, with loss of business to all 
concerned. 


That condition ELECTRICAL CON- 
TRACTING has taken upon itself to 
change in one extensive operation — 
“THE MASTER ELECTRICAL SPE- 
CIFICATION ISSUE,” covering all 
types of occupancy. 


This issue will provide a solid founda- 
tion for bidding and also for selling 
ADEQUACY, as all conditions in the 
Master Electrical Specification are plain- 
ly set forth — understandable to archi- 
tect, engineer, and contractor. 


It is impossible to give all details of 
this extensive editorial program in this 
small space. For your own benefit, as 
well as the benefit of the entire electrical 
industry, we urge you to write for details. 
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SAVE WIRING TIME 
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@ Square D now offers the electrician another 
time-saving device—the hundred ampere 
frame industrial circuit breaker with a swing- 








out interior. 






Like the 30 and 60-ampere Type C and General 
Purpose switches and the 50-ampere circuit 
breaker, this Square D swing-out feature gives 
100% of the box area—instead of the usual 30% 
—for connecting conduit and running wires. 










Notice how a special spring clutches the breaker 
handle and prevents breakage. Also, how the 
operating handle and the breaker handle are 
constantly engaged, so there is no danger of 
damaging the breaker handle when the cover 
is being closed. Square D industrial circuit 
breakers are quick break and quick make, [ 
and have complete interlock for safety. 













Your industrial customers and contractors will 
be glad to have these extra features at no 
extra cost. 
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HASTLY as they were, the March floods 

were not without their blessings for they 

have given to those in the stricken areas a 
new and vivid appreciation of the services ren- 
dered by the electrical wholesaler. 

Never before has his ability and resourceful- 
ness been put to such a severe test, as during these 
deplorable catastrophes. How he carried on day 
and night, overcoming almost insurmountable 
obstacles, is vividly told by our reporters on an- 
other page. His first thought, despite damage to 
his own stocks, was to prepare to meet all de- 
mands that might be made upon him. His entire 
organization was imbued with an indomitable 
spirit of service. In several cases, where the 
heads of a concern were marooned out of town, 
subordinates unhesitatingly assumed the responsi- 
bility of safeguarding stocks and placing emer- 
gency orders. 

Everywhere, wholesalers were unstinted in 
their praise of the way in which manufacturers 
and their representatives responded to appeals 
for goods. As a result, no serious shortage was 
felt in any of the flooded districts. 

The utility companies, both lighting and tele- 
phone, leaned heavily on the wholesaler in this 
emergency. Their purchasing departments 
recognized his ability to get needed materials 
quickly and sought his help in obtaining lines ordi- 
narily purchased direct. 


HE ability of the electrical contractor, as a 
specialist in his .own line, was likewise recog- 
nized. There was a noticeable trend among indus- 
trials, who had formerly done their own electrical 
work, to call in an electrical contractor for their 
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They Gave Service 


flood work and to have this contractor furnish ma- 
terials as well as labor. 

Financially, the wholesaler has suffered, even 
though his own stocks were undamaged. His 
regular business was paralyzed for a period of 
about two weeks. All retail business was at a 
standstill in these cities, consequently his appli- 
ance sales, except for heaters and fans, were nil. 

On the other hand, long distance telephone 
calls and telegrams to manufacturers and extra 
trucking costs ran into surprising totals, and most 
of the materials involved were comparatively low 
profit lines, especially wire and conduit. Hence, 
the floods brought no sudden wealth to the elec- 
trical wholesaler. 


IS warehouses, today, are more _ heavily 

stocked than at any time since 1929. In these 
areas, at least, he cannot be criticized by manufac- 
turers for carrying inadequate inventories. He 
is ready now for the demand for new, permanent 
wiring, which will start slowly as old installations 
are dried out and inspected, and which will be 
spread over a period variously estimated at from 
six months to two years. 

Now a more profitable opportunity lies ahead 
of the wholesaler and his salesmen in these cities 
—the selling of new, modern and adequate elec- 
trical wiring, lighting and equipment to thou- 
sands of industrial plants and commercial build- 
ings, whose old installations, while not damaged 
beyond repair, are obsolete, inadequate, and un- 
economical. 

The wholesaler has met the test of his ability 
as a warehouseman and a source of supply—he 
now faces a test of his ability as a salesman. 


7 Rewtond 


EDITOR 













































iD WE STAND” 


Here is a bridge. Safely and surely, 

over its roadway, passes a never-ending 

stream of the world’s goods. The building 

of such a structure is a tremendous undertak- 
ing. Its very complexity staggers the imagination. 











But does the truck driver, with a fifteen- or 
twenty-ton load behind him, cross with fear and 
trembling? Does he fear collapse before he 
reaches the farther shore? Indeed no — for, 
consciously or unconsciously, he knows that an 
army of scientists and engineers developed the 
materials and made the plans — that the topless 
towers, the main cables, the hanger cables, the 
girders — everything down to the last rivet was 
put in its place to do a specific job — that, all 
together, they will not fail. 





To the right is illustrated a representative 
group of General Electric household appliances. 
To reach the countless homes, where they will 
contribute to better living, they pass over a 
“bridge,’’ comparable to the one above. 


Like any great bridge, this one too depends 
for its strength on the proper functioning of all 
its component parts. The great towers, repre- 
senting the vast manufacturing facilities of Gen- 
eral Electric, would support little without their 
foundations on the bed rock of scientific fact and 
unending research. 


Without a distributing organization, General 
Electric might be likened to a suspension bridge 
without cables. For, as the great main cables of 
a bridge bear the weight of traffic through the 
numberless hanger cables, so do General Elec- 
tric’s distributors support trade through their 
dealer organizations. 


Any bridge must have its maintenance men — 
the men who, once the bridge is built, make pos- 
sible the uninterrupted flow of business — who 
are responsible for the proper functioning of all 
its parts. A patch is wanted here. A bit of paint 
there. Yonder a rivet needs replacing. These men 
are ever on the alert — ever present when 
needed, to offer aid, counsel or co-operation. 
These are General Electric’s District Managers 
and Field Men. Never hesitate to call them. 


GENERAL @ ELECTRIC 





APPLIANCE AND MERCHANDISE DEPARTMENT, GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONN. 
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The Convention Program 


28th Annual Meeting, NEWA 


Sunday, May 3 
Meetings of Executive Committee. 
Monday, May 4 


Meetings of the following committees : 
Armored Conductor Conduit 
Conduit Fittings & 

Outlet Boxes 
Lamps 


Fan Motors 
Wiring Devices 
Residential Lighting Fixtures 
Conferences of committees with manufac- 

turers as follows: 

Armored Conductor 

Conduit Fittings & 
Outlet Boxes Fan Motors 

Lamps Wiring Devices 

Residential Lighting Fixtures 

Meeting of Free Lance Club. 

Meetings of the following committees : 

Industrial & Commercial Lighting 

Refrigeration 

Ventilating & Air Conditioning 

Wires & Cable 


Conduit 


Tuesday, May 5 


Meetings of the following committees: 
Apparatus & Control 

Flashlights & Batteries 

Heating & Motor Driven Devices 
Outside Construction Materials 
Conferences of committees with manufac- 
turers as follows: 

Industrial & Commercial Lighting 
Radios & Tubes 

Ventilating & Air Conditioning 
Wires & Cable 


Caucuses to nominate executive commit- 


The Homestead, Hot Springs, Va. 


2:30 P.M. 


4:30 P.M. 


4:30 P.M. 


8:30 P.M. 


10:00 A.M. 


Morning : 


Afternoon: 
Afternoon: 


8:30 P.M. 


10:00 A.] 
12:30 P.M. 


teemen by members in following districts: 
Chicago Tulsa (Southwestern District) 
Metropolitan New York 
Upstate New York 
Opening convention session, for members 
and manufacturers. 
Meeting of Atlantic Division to elect a 
successor to Division Chairman, H. J. 
Baitinger, and two executive committee- 
men to replace W. J. Drury and Karr 
Parker, and to nominate an executive 
committeeman-at-large to succeed W. J. 
Kranzer. 
Meeting of Central Division to elect a suc- 
cessor to Division Chairman, S. Rosenthal, 
and two executive committeemen to suc- 
ceed F. R. Eiseman and C. B. Nelson. 
Meeting of executive committee to ‘review 
and approve the reports of commodity 
committees. 


Wednesday, May 6 


Convention session—Commodity commit- 
tee meeting reports and other business. 
Golf tournament for manufacturers. 

Golf tournament for wholesalers. 

Ladies’ putting contest, cards, other en- 
tertainment. 

At the Casino—Open session for members 
and guests—awarding of prizes, address 
by the Honorable James H. Price, lieu- 
tenant governor of Virginia; entertain- 
ment. 


Thursday, May 7 


Final session for members. 
Organization meeting of executive com- 
mittee. 
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Lake Michigan Club 
Holds Open Forum 


Dubsky and McCaffery present golf trophy. Manu- 
facturers and wholesalers discuss distribution prob- 
lems. Roseth elected to succeed Kiefer as chairman 


manufacturers, and their wives 

from six middlewestern states 
spent a full two-days at the spring 
meeting of the Lake Michigan Club, 
held at French Lick, Ind., on April 16 
and 17. The large delegation from 
Chicago made it necessary for the 
Monon to run its “French Lick Special” 
in two sections the night of the 15th. 

While the delegates were at breakfast 
Thursday morning, committeemen A. J. 
McGivern and Riley DeLano stationed 
themselves just outside the dining room, 
with the result that everyone was soon 
tagged with a big round badge, which 
not only identified the wearer but also 
served as a receipt for his registration 
fee. 

While the ladies were enjoying a 
scenic automobile trip, wholesalers and 
manufacturers gathered in the conven- 
tion hall. Chairman Walter Kiefer of 
Peoria, who presided at both sessions, 
announced that Chas. Dubsky and J. J. 
McCaffery of the Golf Committee had 
presented a club trophy to be known as 
the Dubsky-McCaffery Cup, and which 
would be competed for each year. 


. BOUT 150 electrical wholesalers, 


National Council’s Plan 


In the absence of G. V. Weir, manag- 
ing director, National Council of Elec- 
trical Wholesalers Associations, a com- 
munication from that body was read by 
A. J. McGivern. This bulletin con- 
tained a definition of a wholesaler, 
which appears on page 24, and which 
differs from the NEWA definition in 
that no specific investment is required. 
The bulletin also proposed to ask all 
manufacturers to answer a detailed 
questionnaire relative to their selling 
policies. Based upon their replies, all 
manufacturers would be classified ac- 
cording to the degree of their coopera- 


tion with wholesalers, and this informa- 
tion sent to members of the Council 
only. At the same time, the Council 
proposed to prepare for the guidance of 
manufacturers a list of those concerns 
which were recognized by its members 
as doing a bona fide wholesale business 
on electrical supplies. 

John Gleason, Graybar, suggested the 
advisability of having such a list pre- 
pared by an outside and impartial 
source, and pointed out that such a list, 
published by Electrical Wholesaling, 
was already available. E. T. Rowland, 
editor of that publication, cited the diffi- 
culties and expense of preparing a com- 
plete and accurate list and of keeping it 
up to date. As evidence of the great 
need for such a list of wholesalers, he 
reported on the investigation of 150 
firms, recognized by some manufactur- 
ers, who were found to be contractors, 
motor repair shops, brokers, second- 
hand and job lot dealers, and retail buy- 
ing agencies rather than wholesalers. 

Fred Eiseman, emphasized that, to 
qualify under the Council’s definition, 
a wholesaler must meet certain char- 
acter requirements. The entire plan of 
the Council, he said, recognized the 
need for local wholesaler associations to 
stabilize local markets, for an accepted 
definition of wholesaler, and for a classi- 
fication of manufacturers according to 
the extent to which their policies sup- 
port the efforts of these local groups. 
He urged that manufacturers with es- 
tablished distribution should consult 
with their own wholesalers before rush- 
ing after the initial order of every new 
concern which displays a wholesale 
shingle. 

Discussing manufacturers’ policies, R. 
L. Wildauer, Arrow-Hart & Hegeman, 
said that selling to the wholesaler was 
only the first step, and was a very in- 





1. R. L. Wildauer, and H. L. Everest, Arrow-Hart & Hegeman; L. P. Kingsley, 
Anaconda; W. R. Kiefer Electrical Supply, Peoria. 

2. J. J. McCaffery, The McCaffery Co., So. Bend; Riley DeLano, Westinghouse 
Electric Supply, Chicago; F. Fancher and Chas. Dubsky, Crouse-Hinds. 

3. W. B. Stephenson, Delta Electric; F. O. Broyles, Broyles Electric, Marion, 
Ind.; T. D. Scarff and W. H. Coleman, General Electric. 

4. Felix Van Cleef, Van Cleef Bros.; I. C. Reiff, Paulding; J. S. Jacobson, Hat- 


field; J. R. Craig, Bryant. 


5. R. R. Byrket, Danville (Ill.) Electric Supply; Anson Mark, Clayton Mark Co.; 
M. Whitfield, Steel & Tubes; E. M. Nelson, I. A. Bennett & Co. 
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6. C. F. Fitchey, Indianapolis, A. H. Luebbe, Chicago, C. D. LaMee, Detroit, and 
A. H. Kahn, Chicago, all of General Electric Supply. 


~ 


7. B. Hallberg Trumbull; E. T. Rowland, Electrical Wholesaling; J. Strecker, Gen- 


eral Electric; C. E. Johnson, Curtis Lighting. 


8. S. P. Hull, Westinghouse Lamp; F. 


Duthie, Westinghouse Electric & Mfg.; 


R. Arnold and Frank Cooke, Westinghouse Lamp. 
9. Walter Bodle, Square D; Thos. Egan, Emerson; G. W. Butler, Steel & Tubes; 


W. A. Peterson, Plymouth Rubber. 


10. L. Hi: 
Treganza and J. M. Bennan, Jefferson. 


Byrne, Jefferson; Horton Fall and C. R. Harlow, Benjamin; A. E. 





sufficient yardstick. The important 
point, he maintained, was selling for 
the wholesaler, citing the trade paper 
advertising and missionary efforts of 
the better manufacturers which were 
definitely in the interests of their whole- 
salers. 

Robert Bennett, I. A. Bennett & Co., 
reported success in selling to contractors 
through his distributors, even though 
these contractors could buy direct from 
competing manufacturers at wholesal- 
er’s cost. This was accomplished by 
demonstrating to the contractor that his 
extra costs for handling, warehousing, 
and delivery, were greater than the 
wholesaler’s differential, because he was 
not set up to perform these functions 
economically. 

J. C. Schmidbauer, Westinghouse 
Electric Supply Co., stated that, while 
the problems under discussion were by 
no means new, they had been greatly 
aggravated by the consignment of stocks 
to the wholesaler. Unless capital is 
required to enter the wholesale field, he 
predicted that every road _ will 
eventually boast of a so-called whole- 
saler, and distribution will become even 
more diluted. 


cross 


Wholesalers’ Costs Increase 


D. E. Ford, Northland Electric Sup- 
ply Co., Minneapolis, next spoke on 
“The Wholesaler’s Necessity for Greater 
Profit.” He said that wholesalers need 
more profit for three reasons: 1, stead- 
ily mounting taxes; 2, necessary in- 
creases in employee’s wages, and 3, the 
shorter working hours which were es- 
tablished under NRA and are still being 
observed. 

Taxes paid by his firm last year 
amounted to one per cent of sales and 
10 per cent of its capitalization. Mr. 
Ford said he could not help but feel 
that manufacturers must be enjoying 
large profits, for otherwise they could 
not afford to maintain local stocks. He 
suggested that these stocks be aban- 
doned and that the cost of maintaining 
them be added to the wholesalers’ pres- 
ent margins. 


The Wire Situation 


Friday morning was devoted to com- 
modity discussions. Geo. C. Richards, 
speaking for the wire manufacturers, 
reported that a favorable decision from 
the Court of Appeals on the Safecote 
patent was expected in July. He 
promised a very earnest effort to not 
only provide a better profit for the 





wholesaler, but to see that he keeps it. 
He asked the wholesalers to remember 
that the direct selling manufacturers 
had every right to sell to the whole- 
saler’s customers, but that the licensor 
insists upon these manufacturers ob- 
serving the established schedules. Asked 
about his wholesaler appointments, Mr. 
Richards stated that, to qualify as a 
Safecote distributor, a firm must carry 
a stock of electrical supplies, maintain 
a delivery service, and must not claim 
or attain wholesaler discounts for the 
benefit of any allied or affiliated con- 
tracting or retailing business. No con- 
tractor, he added, is entitled to whole- 
saler prices because, if he obtains them, 
he offers unfair competition to all other 
contractors in his territory. However, 
in his opinion, no wholesaler should 
be discriminated against because of size. 

A. N. Anixter, Englewood Electrical 
Supply Co., Chicago, stated that Mr. 
Richards had been most sincere and fair 
in his endeavors to provide a market 
for the wholesaler. He appealed to the 
wholesalers present for their coopera- 
tion in observing the manufacturers’ 
suggested resales. 

August Kubec, Kubec Electric Co., 
Chicago, opened the discussion on con- 
duit. The wide spread hetween the price 
per ton of raw pipe and the finished 
product, he maintained, had brought so 
many manufacturers into the field that 
they could not obtain sufficient distribu- 
tion through wholesalers. Consequently, 
many had sought business through other 
channels, often at wholesaler’s cost or 
better. As a remedy, he suggested the 
elimination of the so-called “label” 
manufacturer, and adjustment of resale 
schedules to provide but a single manu- 
facturing profit. 


Kubec Discusses Conduit 


Practices opposed by Mr. Kubec in- 
cluded that of allowing non-electrical 
distributors to purchase electrical con- 
duit in combination with merchant 
pipe; maintaining of local stocks by 
manufacturers; and selling galvanized 
conduit at a higher price than black. 
He predicted that a single price, apply- 
ing on both finishes, would soon result 
in the elimination of black conduit, with 
resultant savings to the wholesaler in 
warehousing and clerical costs. 

This wholesaler also urged the sub- 
stitution of a zone basis for the present 
complicated basing point system, point- 
ing out that the zone method was oper- 
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ating satisfactorily on several similar 
commodities. 

As a further argument for a single 
manufacturing profit, Mr. Kubec cited 
the serious inroads which service en- 
trance and trenchlay cables, surface race- 
ways, and enclosed bus systems are 
making in the volume of conduit sales. 


Too Many Label Brands 


Mr. Kubec’s recommendations were 
strongly seconded by Mr. Ejiseman. 
Even in a territory as large as Chicago, 
he pointed out, it was impossible to 
obtain adequate distribution for the 19 
brands of conduit now on the market. 
He urged that some outstanding manu- 
facturer take the initiative in eliminat- 
ing his “off” brands, and that no at- 
tempt be made to increase conduit prices 
until these label brands have been elimi- 
nated. 

Harry Roseth, Co-Op Electric Sup- 
ply Co., Chicago, who led the discus- 
sion on wiring devices, emphasized the 
wide differential between the two classes 
of wiring devices, both of which are 
approved by the Underwriters’ Labora- 
tories. This situation, he said, calls for 
cooperative effort on the part of all wir- 
ing device manufacturers, both licensed 
and non-licensed. Mr. Ford compli- 
mented the association manufacturers 
on their policy of refusing to give ad- 
vance information on price changes 
stating that this policy had helped tre- 
mendously in stabilizing the market. 

W. A. Stacey, Bryant Electric Co., 
stated that the serious competition of 
unlicensed and sub-standard manufac- 
turers called for the closest cooperation 
between the licensed manufacturers and 
their distributors. 


Direct Sales to Utilities 


Safety switches were discussed by 
Wm. Weiss, Graybar Electric Co., Chi- 
cago, who deplored the wholesalers 
triple investment in three grades of 
switches, also the sale of range and 
meter switches to utilities at less than 
wholesaling cost. 

N. J. Driscoll, Square D Co., reply- 
ing for the manufacturers, said that the 


type D switch was brought out to meet 
competition and that wholesalers were 
now selling more of that type than of 
type C. This, he suggested, indicated 
the need for greater sales effort on type 
C. He also asked that wholesalers 
analyze their switch sales, especially 
those to industrials, to discover in how 
many cases the purchase had been due 
to the missionary calls of the manu- 
facturer’s sales representative. Some 
wholesalers, he said, were relying alto- 
gether too much on local stocks, citing 
one distributor who made 195 separate 
pick ups in one year, all on fast-moving 
items ranging from $2 to $15 list. 


The Cost of Selling Lamps 


Sam Rosenthal, Hyland Electrical 
Supply Co., Chicago, read a letter from 
W. I. Bickford, chairman, NEWA lamp 
committee, stating that the committee 
had held no meetings since the Chicago 
convention and that there were no new 
developments in the lamp situation. 

Mr. Rosenthal cited the increased lamp 
costs due to reduced list prices, requiring 
the wholesaler to handle more units per 
gross margin dollar, also to the higher 
degree of specialization expected of the 
wholesaler’s salesman. 

A. H. Meyer, General Electric Lamp 
Division, reported that, in spite of the 
drastic price reductions of last April, 
dollar volume had already returned to 
former levels due to the increase in the 
number of lamps sold, especially in the 
higher wattage sizes. Sales of un- 
licensed manufacturers are again in- 
creasing, Mr. Meyer said, and predicted 
that this would lead to further price 
reductions. He justified the simplified 
agency plan, designed to develop small 
outlets, by the fact that Mazda sales 
through wholesalers had held at an ap- 
proximately constant level, despite the 
appointment of some 30,000 chain stores 
as retail agents. This business, he said, 
had been taken away from the unlicensed 
manufacturers, and not from the Mazda 
distributors. ‘Two important patents, 
covering non-sag filament wire and in- 
side frosting, have been upheld by the 
court of appeals, Mr. Meyer reported. 








E. M. Ball, Commonwealth Edison 
Co., Chicago, maintained that, again 
this year, the profit rates on fans were 
too low. T. J. Egan, Emerson Electric 
Mfg. Co., prophesied increased fan 
sales this year, due to the broader lines 
offered by manufacturers, and the in- 
creased interest in air circulators and 
air conditioning. 

Several discussions were curtailed 
for lack of time, and, at the suggestion 
of Mr. Eiseman, it was voted to hold 
three-day meetings hereafter, also to 
hold them in the Fall, as NEWA had 
reverted to its spring meetings at Hot 
Springs. At the conclusion of the ses- 
sion, H. D. Roseth was chosen as new 
chairman of the club. 


Golf Winners 


Dubsky-McCaffery Cup for low net: 
R. E. Jacobs, Economy Fuse & Mfg. Co., 
Indianapolis, score 72. 


THURSDAY'S TOURNAMENT 


Low Net: C. D. LaMee, General 
Electric Supply Detroit. 

Low Gross: Cecil Hurt, Sangamo. 

Blind Bogey: Felix Van Cleef, Van 
Cleef Bros.; F. Reinhardt, Frank 
Adams Electric; A. H. Kahn, General 
Electric Supply, Chicago; Anson Mark, 
Clayton Mark Co.; W. B. Heaps, Elec- 
trical Wholesaling ; B. D. Toney, More- 
house & Wells, Decatur; Walter Jaco- 
bus, Pass & Seymour; A H. Luebbe, 
General Electric Supply, Chicago; and 
Sol Mandel, Metropolitan Electrical 
Supply, Chicago. 


FripAy’s TOURNAMENT 


Low Net: C. F. Fitchey, General 
Electric Supply, Indianapolis. 

Low Gross: Sam Rosenthal, Hyland 
Electrical Supply, Chicago. 

Blind Bogey: R. J. Arnold, Westing- 
house Lamp, Indianapolis; Frank 
Adam, Jr., Frank Adam Electric Co., 
St. Louis; E. Lundgren; R. I. Brown, 
Indianapolis, and J. C. Schmidtbauer, 
Chicago, both with Westinghouse Elec- 
tric Supply; J. R. Craig, Bryant Electric; 
Chas. Dostal, Westinghouse Electric & 
Mfg. Co.; and Frank Cooke, Westing- 
house Lamp Co., Chicago. 





ply; 





11. M. C. Taradash, Hyland Electrical Supply; A. 
Englewood Electrical Supply; Jos. Fink, Efengee Electrical Sup- 
and Benj. Cohen, Harrison Wholesale, all of Chicago. 


N. Anixter, 


Carbon Co. 








12. K. G. Taylor, Jenkins Bros.; Jos. Jaques, Electric Sales & 
Eng’g. Co., Chicago. 
13. W. W. Haile, W. E. Herr and R. E. Pullian, all of National 
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Wholesalers Play Vital Part 
In Flood Rehabilitation 






Advance warnings permit removal of most stocks to points above 


flood levels. 


hasten restoration of power and light in stricken areas. 


Twenty-four-hour service and emergency deliveries 


Stocks 


trebled in anticipation of early demand for permanent re-wiring 


water, police lines, and lack of 

electric and telephone service, 
electrical wholesalers in cities affected by 
the March floods lost no time in rush- 
ing in emergency shipments, thus 
avoiding a serious shortage of electrical 
materials. 

Even before the floods had receded, 
hundreds of trucks were rolling over the 
highways from scores of factories, 
bringing in flashlights, batteries, wire 
and cable, fuses, cutouts, connectors, 
switches, conduit and fittings, and other 
items to the stricken cities. 

Utilities and electrical contractors, 
working day and night to _ install 
temporary services, received 24-hour 
service. Without adequate lighting, 
with elevators out of commission, and 
handicapped by stringent traffic regu- 
lations, the wholesalers met practically 
all demands made upon them. 

Without exception these distributors 
have highest praise for their suppliers. 
Manufacturers, who in some cases were 
600 miles distant, rushed fresh stocks 
to their wholesalers’ warehouses within 
48 hours. In many cases, orders 
placed in the evening arrived at the 
wholesaler’s door the next morning. 

The strenuous efforts exerted by both 
wholesalers and manufacturers is evi- 
dent from brief reports of the individual 
activities of wholesalers in Hartford, 
Springfield, Pittsburgh, Wheeling and 
Boston before, during, and after the 
floods. 


. Fast Work Saves Stock 


T. J. O’Brien, president of the Hart- 
ford Electric Supply Co., beat out the 
flood by just an hour and a half. Realiz- 
ing that his building was in the path 
of the rising waters, he started to evacu- 
ate his basement at 9 o’clock Thursday 
morning, March 19. At noon, all stock 
had been moved to upper floors, and at 
1:30 the power supply failed. Without 
lights and elevator service, movement of 
this stock, consisting largely of re- 
frigerators, would have been almost im- 
possible.. At 2 o’clock water started to 
back up through cellar drains from the 
storm sewer; later it flowed in from a 
driveway and finally reached a depth of 
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A good swimmer or boatman could 
have made the McCullough Electric 
Co., Pittsburgh, the day this picture 
was taken. A few hours later the 
water was up another two feet. 


eight feet. Pumps were of no use, and 
it was not until six days later that the 
water finally disappeared back into the 
sewer. 

Mr. O’Brien and his force stayed on 
the scene all day Friday and all that 
night. Twelve men were held ready to 
move stocks from the first to the second 
floor. Every 15 minutes during the 
night the height of the water in a dumb- 
waiter shaft, also on the front steps, was 
gauged. At the high point, it stood 
within three feet of the first floor level. 

While actual physical loss was 
limited to the labor of moving stock and 
scrubbing out the basement, the building 
was without telephone service for eight 
days, and it was 10 days before electric 
service was restored. 

During this period, the business of 
this firm was practically at a standstill, 
except for a few mail orders for appli- 
ances. Six carloads of refrigerators, 
which had just been unloaded at an East 
Hartford warehouse had an uncomfort- 
ably narrow escape, as the water came 





within three inches of the warehouse 
floor. 

The Crown Light & Supply Co. also 
had its basement flooded. In this case 
water came in through a window and 
only part of the stock, which was mostly 
fixture and glassware, could be moved 
out after the danger became apparent. 
Damaged stock was moved to the former 
quarters of the General Electric Supply 
Corp. next door, where it was spread 
out, cleaned and dried, while new cartons 
were ordered from manufacturers. The 
business of this concern was also para- 
lyzed for a week until telephone and 
electric service was restored. 

Other Hartford wholesalers were out- 
side the flooded area and upon them fell 
the responsibility of rushing in quanti- 
ties of merchandise. The General Elec- 
tric Supply Corp. kept open all Thurs- 
day night. When the elevators failed 
on Friday, rush calls for wire started 
to come in, and all reels had to be 
rolled up stairs by hand. Roger Sher- 
man, service manager, unable to place 
orders by phone, gave them to his as- 
sistant, Cliff Porter, with instructions 
to drive until he came to the first town 
with telephone service, which proved to 
be Plainville. All available stocks of 
No. 1 wire were called in to Hartford 
from the Waterbury, New Haven, and 
Bridgeport branches. Every night for 
a week trucks rolled into Hartford with 
stock from these houses. Also, night 
forces were put on at General Elec- 
tric’s Bridgeport plant and the Trum- 
bull factory in Plainville to handle emer- 
gency orders. Salesmen made rush 
trips to the Trumbull plant for connectors 
and delivered them in their own cars. 


Inventories At New Peak 


As a result of these efforts this house 
experienced no shortage of merchandise. 
Anticipating heavy demands for wire, 
cable, conduit, switches, fuses, cutouts, 
connectors, etc,. for at least six months 
as permanent re-wiring gets under way, 
all floors of the warehouse are now 
piled high with merchandise. 

Over at Graybar’s Jim Daly, sales 
manager, and Ed Sullivan, service man- 
ager, are praying that before the next 
flood arrives, they will be located in a 
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Taken on March 31, this picture shows a portion of the store rented by 
Wally Electric of Pittsburgh for stocking their large wire shipments. A 
week earlier this room was entirely filled with stock. 


one-story warehouse. Both the ship- 
ping clerk and the warehouse man were 
called out for duty with the National 
Guard. On Friday, when a call came in 
for a full reel of 500,000 cm., the erst- 
while “brass hats” went into executive 
session to decide how, with no elevator 
and no warehouse force, they could get 
this reel out of the basement. Soon they 
had an answer. It was for a three-phase 
job, so three smaller, empty reels were 
rolled up the stairs, and the wire from 
the full reel run up through the elevator 
shaft and wound on the smaller reels. 
That night, swamped with paper work, 
and with no lights, Sullivan discovered 
that six flashlights, set on a desk and 
pointed at the ceiling, provided excel- 
lent indirect lighting. 


A New Fan Slogan 


Thanks to the flood, Daly now has a 
new slogan for Graybar fans—“The 
Fans with a Billion Dollar Breeze.” He 
sold 12 fans to one of the large insur- 
ance companies for use in drying out 
water-soaked securities, actually worth 
a billion dollars, which had been pinned 
up on clothes lines. 

This house has also built up its in- 
ventories and, in one day, drew three 
truckloads of merchandise from Gray- 
bar’s New Haven house. It has also 
added stocks of varnished cambric 
cloths, insulating varnish, and large- 
sized connectors. A heavy demand 
came from the local lighting and tele- 
phone companies for poles, cross-arms 
and pole line hardware. Also many 
other utility items, not regularly 
handled, were picked up from lighting 
companies in nearby cities as an ac- 
commodation to the overworked pur- 
chasing department of the local utility. 

“Jack” Saladine, of Electrical Spe- 
cialties, Inc., reports the fullest co- 
operation from manufacturers. An 
emergency wire order, placed by phone 
with the wife of a local manufacturer’s 
representative on Saturday evening, 
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reached the Hartford police lines from 
Pawtucket at 7:30 the next morning. 
Fuses were rushed in by express, auto 
truck, and in one case, by the manufac- 
turer’s representative in his own car. 
Emergency deliveries were made day 
and night. A special order of wire, 
which rolled in at 2:30 in the morning, 
was transferred to the company’s own 
truck and delivered at the Colt plant in 
less than an hour. Stocks of wire, 
fuses, and other lines, have been trebled 
by this firm. 

“Moe” Cartin, of Capital Light Sup- 
ply Co., had his truck make five trips 
to New Haven on Saturday, bringing 
back a total of 20,000 flashlight bat- 
teries, which were all sold the follow- 
ing day. Extra stocks of cases and 
bulbs were also brought in. This house 
kept open for two Sundays. It received 
two deliveries of wire a day from Provi- 
dence and was able to take care of all 
orders. Stocks, especially of wire, have 
been increased, and this firm now has 





a larger inventory than at any previous 
time, including 1929. 

The Beacon Light Supply Co. also 
kept open until all hours for several 
days. Stocks were replenished daily 
and the only shortage experienced was 
on meter service switches. This house 
was just at the edge of the flooded dis- 
trict and escaped with only a small 
amount of water in one corner of the 
basement. 

Harry Bamforth, of Service Electric 
Supply Co., loaned his stock man, an 
experienced wireman, to a_ contractor 
customer, and he earned $84 in seven 
days. 

The Sticklor Electric Supply Co. filled 
orders at all hours, met all demands, 
and has materially increased its in- 
ventory. 


Temporary Racks Save Conduit 


At Springfield, the Westinghouse 
Electric Supply Co. had nearly four feet 
of water in its basement, but suffered 
no damage to stock. Racks, four feet 
high, were constructed of 4x4’s, and the 
five carloads of conduit, which were in 
the basement, were placed on them hori- 
zontally. Sandbags and pumps held the 
water at 24 feet in the basement, four 
feet below the outside level. Flashlight 
and wire stocks were cleaned out in a 
few hours, but truck shipments from 
Boston, Pawtucket, and Worcester were 
brought in through the police lines 
under emergency permits as they con- 
tained wire for temporary connections 
at city schools where refugees were 
housed. 

“Ed” Hall, divisional manager of 
Wesco, was marooned in North Adams 
from Tuesday until Thursday, due to 
floods in the Hoosac Valley. 

Thirty-five inches of water seeped into 
the basement of the Hampden Electric 
Supply Co. on Dwight St., and pumps 
were kept in operation continuously for 
54 hours. Stocks were moved upstairs 
and no damage was suffered. Wire, 


A view of the Graybar house at Pittsburgh. The arrow in the upper right 
hand corner shows how high the waters of the Monongahela River came. 
A pump is on the job. 
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fuses and connectors were trucked in 
under emergency permits, and tempo- 
rarily stored in the display space on the 
first floor, normally given over to ap- 
pliances. John Dalton tells how, at 10 
o’clock one evening, with no trucks 
available, he rolled a full reel of 4/0 for 
six blocks down the middle of the street, 
all by himself, so that the lighting com- 
pany could restore service to a large de- 
partment store before morning. 

John Keane, of the Chas. E. Hayes 
Co., was marooned at his home in 
Agawam until Monday, but his office 
and warehouse crew carried on contin- 
uously over the week-end, although with- 
out heat or power. Reels of wire were 
snaked out of the basement onto trucks 
through a chute ordinarily used for in- 
coming coils of armored cable. 


Factories Rush Fresh Stocks 


C. M. Smith, operating manager at 
the General Electric Supply Corp., 
Springfield, brought in 12,000 flashlight 
batteries. After clearing out all avail- 
able stocks in Boston, he drew from the 
company’s branches in Worcester, 
Providence and Portland, Me. Every 
order was filled by 9 o’clock on the day 
it was received. Stocks were care- 
fully gone over on Sunday and rush or- 
ders phoned to Bridgeport, which were 
all delivered Tuesday morning. The 
new one-story warehouse, located two 
miles west of the business district, was 
fortunately just one block outside of the 
area which was without light. 

Carpenter and Schlaich, of this house, 
were caught in Pittsfield for two days, 
and finally got back into Springfield by 
crossing over the Thompsonville 
bridge “at their own risk,” which Car- 
penter described as being a decidedly 
creepy sensation. 

The Pittsburgh house was the only 
branch of the General Electric Supply 
Corp. that was actually surrounded by 
flood waters. The first floor, which 
stands four feet above the street level, 











Temporary wiring strung up in one of the Pittsburgh wholesale houses. 
This was typical of wiring in numerous other buildings for many days. 


was under three feet of water. The 
flood rose so rapidly that it was im- 
possible to move all merchandise from 
this floor before the elevator was put 
out of operation. Walter Satchell and 
four other men were marooned in the 
building from Tuesday to Thursday, 
having no heat or light, and a limited 
supply of drinking water. As the water 
receded, work of salvaging and recondi- 
tioning was started. Emergency ship- 
ments of needed materials were rushed 
in from the various factories, accom- 
panied by personal tracers, and this 
house was again doing business on Fri- 
day. Elevators and lighting circuits 
were operated by a generator, driven by 
a Ford V-8 motor. 


Rowboats Bring Food 


The Doubleday-Hill Electric Co. 
cleared out its basement and saved 
some of the supplies on the first floor. 
Without lights for two weeks, they con- 
nected dry cells and storage batteries to 
a series of light bulbs strung throughout 


Near the shipping doors, the Graybar men had this gas engine and gen- 
erator working to give them temporary light until some Pittsburgh elec- 
tricians could re-service the building. 
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the warehouse. Ten men, marooned 
there for two days, were fed from row 
boats by Red Cross workers. To give 
service after the flood, ten extra men, 
and two additional trucks were hired, as 
soon as the water receded. 


Graybar Losses Heavy 


The Graybar Pittsburgh house was in 
the heart of the flooded area. About 
$35,000 worth of stock was in basement 
and on the first floor when the flood hit. 
As soon as the waters left, this stock 
was returned to factories to be sal- 
vaged, and new stocks were brought in 
the same day. Without power for ele- 
vators, a tractor was rented, and used to 
operate a generator. To provide light, 
Manager Loughborough obtained a gas 
engine to drive another generator. This 
temporary equipment was in use as late 
as March 31. 

The Kim Electric Co. escaped the 
high waters, but was without light for 
at least a week. They not only used 
candles and lanterns themselves, but or- 
dered and sold more than 7,200 candles 
and 200 gas mantles. 

At the W. T. McCullough Electric 
Co. the first floor was under five feet of 
water, but this floor and the basement 
had been cleaned in advance. 

The Iron City Electric Co. was not 
in the flood zone. It trucked in many 
loads of supplies and maintained 24-hour 
service until March 31. 

The Wally Electrical Supply Co. lost 
mostly schedule material. To meet the 
demand for conduit, wire, etc., an ad- 
joining building was rented and loaded 
to the “hilt” with materials brought in 
by three trucks which ran continuously 
for two days. J. G. Sommers, sales 
manager, estimated that the firm had 
sold 3,000,000 ft. of various sizes of wire 
by April 1. 

The Keps Electric Co., out of the 
flooded section, operated on a 24-hour 
schedule for an entire week. Until the 
first of April, everyone was subject to 

(Continued on page 81) 
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“Verified” Electrical Wholesalers 


New directory, published this month as a guide for manufac- 
turers, lists only bona fide wholesalers and presents many new 
and interesting facts concerning the electrical wholesaling trade 





listed in the annual “Verified Directory of Elec- concerns reported they also did contracting. The aver- 
trical Wholesalers” has supplied up-to-date infor- age amount of retail sales was 10.4 per cent. 
mation concerning his firm. A series of two regular The directory contains 448 houses, including branches, 
mailings, a special delivery letter, and a final appeal by which are members of NEWA, and 325 houses which are 
registered mail to the last 16 delinquents, brought 100 members of 23 local wholesaler associations. 
per cent replies. In the case of 632 houses, 
revisions of last year’s listings were reported. 
Fewer names are listed this year because, 
in compiling the new directory, every effort 
has been made to conform to the definition of 


Tiss year, for the first time, every wholesaler cent of their sales were at retail, totaled 132, while 20 


an electrical wholesaler as adopted by NEWA Geographic Distribution 
last October. A number of concerns, whose 
business is less than 75 per cent wholesale, of . 


eee Verified Electrical Wholesalers 


There are 67 new listings, every one of 
which has been checked with the local trade 








and with responsible manufacturers, to make *Ind. *Aff. *Nat. Tot. *Ind. *Aff. *Nat. Tot. 
certain that it conducts a bona fide wholesale Alabama ...... 9 3 1 18 Nebraska ..... ee * 
business. In doubtful cases, personal investi- Arizona ....... 1 0 3 4 Nevada ....... 0 0 0 oO 
gations were made by field representatives. Arkansas ..... $3 0 0 3 New Hampshire 2 0 1 3 
The new firms include 12 which were estab- California .... 48 1 15 64 New Jersey ... 33 1 6 40 
lished in 1935, and five organized since Jan- Colorado ...... 9 2 2 13 New Mexico... 1 0 0 1 
uary 1. There are 11 new branch houses, 2 Connecticut ... 21 0 7 28 New York ....123 12 20 155 
General Electric Supply, 2 Graybar, and 7 Delaware ..... 3 0 1 4 North Carolina. 9 0 8 17 
independent. Concerns not previously listed, Dist. of Col.... 5 1 2 8 North Dakota. 1 0 0 1 
which have been endorsed by both manufac- Florida ....... ae ae | ees 41 8 16 65 
turers and the local trade, total 39. Georgia ....... 10 0 5 15 Oklahoma ..... 9 0 5 14 
The 1,080 houses listed in the directory Idaho ........ 0 0 1 1 Oregon ....... 6 0 8 9 
include: Illinois ........ 43 4 6 53 Pennsylvania... 58 8 14 80 
613 independent electrical wholesalers, includ- Indiana ....... 10 6 6 22 RhodeIsland.. 7 0 3 10 
ing their branch houses. ae 10 4 6 20 South Carolina. 4 1 4q 
97 branches of the General Electric Supply Kansas ....... 7 1 2 10 South Dakota. 2 0 0 
Corp. Kentucky ..... ao ft 8 13 Tennessee ..... 15 2 8 25 
79 branches of the Graybar Electric Co. Louisiana ..... 7 2 3 12 Texas ........ 17 1 16 34 
69 branches of the Westinghouse Electric ae — a Mie 3 0 8 
Supply Co. Maryland ..... 12 0 3 15 Vermont ...... 2 © 4% 3 
50 houses affiliated with the General Electric Massachusetts . 73 3 8 84 Virginia ...... 0 6 7 «6 
Supply Corp. Michigan ...... 38 3 10 51  Washington,... 7 1 7 15 
23 houses affiliated with the Westinghouse Minnesota .... 16 1 9 26 West Virginia. 13 5 0 18 
Electric Supply Co. Mississippi .... 5 0 1 6 Wisconsin ..... ws 2.6 & 
149 non-electrical houses with electrical de- a 23 4 #6 #30 Wyoming ..... 1 0 0 1 
partments, including: 69 hardware, 49 | Siete ss. 1 0 3 —_-—— — 
mill supply, 16 general supply, 9 plumb- otal ..++0e. 762 78 245 1,080 
ing, and 6 automotive. *Ind.—Independent Wholesalers. 
Seven wholesalers reported that thev also *Aff.— Wholesalers Affiliated with General Electric and Westinghouse. 
° R Pe . *Nat.—National Houses including General Electric Supply Corp., West- 
conducted a mail order business, while six inghouse Electric Supply Co. and Graybar Electric Co. 
stated that they operated motor repair shops. 
Wholesalers who reported that up to 25 per 
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SUPPLIES 








APPLIANCES 


FIXTURES 


Percentage of independent wholesalers han- 
dling principal lines 


ELECTRICAL 
930 





Number of strictly electrical 

houses, and of non-electrical 

houses maintaining electrical 
departments 


INDEPENDENT 
760 





Number of independent, na- 
tional and affiliated houses 


comprising the electrical whole- 
saling industry 


LESS THAN 
$50,000 






$50,000 TO $100,000 






$100,000 TO $250,000 
2$% OVER $250,000 


Percentage of independent wholesalers carry- 
ing various sizes of inventory 
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The Electrical Wholesaling 
Industry Comprises 
1,080 separate establishments, including branches 


6,100 salesmen 
Combined inventories in excess of $66,000,000 
13,500,000 sq. ft. (310 acres) of warehouse space 














The Average Independent 
Wholesaler 


Sells only at wholesale 

Travels four salesmen 

Has two counter salesmen 

Carries an inventory of $62,000 

Occupies 12,400 sq. ft. of warehouse space 
Operates within a radius of 75 miles 














The Largest Independent 


Wholesalers 
(reporting inventories of over $500,000) 
E. B. Latham & Co.............. New York City 


National Electrical Supply Co.. Washington, D. C. 
Royal-Eastern Electrical Supply Co., 

New York City 
Rumsey Electric Co............... Philadelphia 
Triangle Electric Co.................. Chicago 














The Oldest Electrical 
Wholesalers 
(with year in which original business 
was established) 


1866 Frank M. Brown Co......... Portland, Me. 

1869 Graybar Electric Co.. . ..New York City 

1873 National Electrical Supply Co., 
Washington, D. C. 


1879 Braid Electric Co.............. Nashville 


1883 Novelty Electric Co.......... Philadelphia 
1884 The Korsmeyer Co... ..Lincoln, Neb. 
1885 Coghlin Electric Co..... .... Worcester 
1885 Oakes Electrical Supply Co.. . Holyoke 
1887 Chas. E. Hayes Co.. . Springfield, Mass. 
1887 Sager Electrical Supply Co. Boston 
1888 Jno. E. Graybill Co. York, Pa. 


1889 Doubleday-Hill Electric Co. Pittsburgh 
1889 Tower-Binford Electric & Mfg. Co., 
Richmond 
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Sales of Eleetrical Wholesalers 





Increase 20Z in 1935 


Incandescent lamps drop to second place. Ranges show largest 


increase. Sales of residential lighting fixtures up 50%. Conduit, 


fittings, safety switches and tools show substantial gains over 1934 


1935 Sales in Bold Face. 1934 Sales in Light Face. 

















































































































Commercial Equipment: Commercial Cooking Equipment, $1,606,690 
A—CONSTRUCTION AND MAINTENANCE Food Grinders, Slicers, Mixers, etc.; Commercial Refrigera- 915,017 
MATERIALS (SUPPLIES ) tors, Commercial Laundry Equipment. 
Industrial Equipment: Electric Welding Apparatus, Elec- 644,003 
: — - - tric Furnaces, Electric Ovens, Industrial Heating Units, In- 750,961 
Conduit: Rigid Conduit, Elbows and Couplings: Flexible $26,177,292 dustrial Heating Devices, Misc. Industrial Equipment. 
Conduit; Metallic and Nonmetallic: Surface Metal Race- | 18,534,699 
ways; Concealed Ducts and Raceways. | Ventilating and Air-Conditioning Equipment: Ventilat- 2,134,118 
—— $$ ing Fans and Blowers, Air-Conditioning Equipment. 1,873,173 
Conduit Fittings, Boxes, Accessories: Conduit Dedins: | 13,439,725 
Boxes and Covers; Outlet, Switch, Metal: Armored Cable | 9,631,807 
Fittings; Loc knuts, Bushings; Box Hangers, etc. } 
Satan oct eet Set Soo : 5 
raiitiedc ania. | §aia8 C_RESALE MERCHANDISE (SPECIALTIES) 
Miscellaneous: Gg eager gree bemading, Com peter 
pounds, Paints, Clothes, etc.; Porcelain Knobs, Tubes, 6,082,6 Counter Merchandise: Batteries: Dry C 
. : , : y Cell, Flashlight, $6,413,107 
. “leata; L amp Guards; Solder, Se —  .... | Radio; Flashlights, Decorative Lighting Outfits, Moulded 7,209,208 
Safety Switches and Panelboards: Entrance, Meter and 14,066,803 Specialties; Plugs, etc., Mise. aoe pe 
Safety Switches; Panelboards and Cabinets, except Power 8,629,939 
Panelboards. _ | Electric Clocks: All Models. Fe 
Tools: Contractor's, Lineman’s, Wireman’s, Portable Electric | 1,409,308 : 
. j “ | 966,122 ams: Desk and Bracket, Ceiling and Column, Household 8,405,168 
—_—— Ventilating, Portable Fan-Operated Heaters. 7,968,322 
Wire and Cable: Armored ‘‘ABC” C wry Rubber Cc ov red | oe 
Wire, Weather-proof and Slow Burning Wire, Nonmetallic Heating Appliances: Cookers (660 =att or less): Heaters 14,673,886 
Sheathed Cable, Lead Covered and Parkway Cable, Power | 44,457,911 and Radiators: Heating Pads; Hot Plates: Grills: Irons; 
Cable; Paper and Varnished Cambric, Annunciator and | 36,784,578 Domestic Laundry; Percolaters: Toasters, Waffle Irons: 13,371,839 
oe Wire, Bare Wire and Cable, Cords, Misc. Wires and Other Heating Appliances. 
Cables. | eS 
a —— . / ae 39,873,566 
Wiring Devices: Brass Sockets, Porcelain Soc ret and Recep- | 15,793,651 Incandescent Lamps: Large, Miniature. 41,187,254 
tacles, Lighting Switches, Convenience Outlets, Attachment 13,210,649 , ’ 
Plugs and Caps, Face Plates, Misc. ree 
SSRN TREAT REST REIER EPIS. S= h : 312,864 
Outside Construction Materials: Poles and Crossarms, | 12,938,544 Oil Burners: Household, Industrial. 420,769 
Pole Line Hardware, Power and Distribution Transformers, 12,143,879 ee sae bl eosin ee 
eng Lightning Arresters, Choke Coils, Potheads, Radio: Receiving Sets, Home Talking Picture Machines; 24,771,789 
ble Bells, etc. Radio Tubes; Loud Speakers (not in sets), Radio Accessories 19,228,953 
and Parts. 
B—EQUIPMENT AND APPARATUS Ranges and Water Heaters: Ranges, Domestic; Water 17,106,741 
7 ‘ Heaters. 10,483,919 
ae 8,83 
Industrial and Commercial Lighting Equipment: Com- | Refrigerators: Domestic. nt 
mercial A acceso = 4 at es go rg pew $11,225,861 : F 
Specisz > Units, t St. : a ui i , 156, ee Pe : 
Fint — Trae Signais iia ae nee Leg as — Residential Lighting Equipment: Fixtures, Portable 7,812,091 
ERMA Ati ea RES —— Lamps, Sun Lamps. 5,191,229 
Motors and Cc ontrol: A.C. chen, 1H. P. and over, D. Cc. 8,824,346 : . : 
Motors, | H. P. and over, Fractional H. P. Motors, Motor 7,931,774 Trains and Toys: Trains and Accessories, Other Electric 480,456 
Control, Power Drives, Generators, Converters, etc. Toys. A 496,998 
Switchboards ’ and Accessories : Sw ite nos winend Power er , " 4,934,214 
Panels, Circuit Breakers, Disconnecting and Knife Switches, 6,015,462 Vacuum Cleaners: Floor Type, Hand Type. 4,339,279 
Bus Bars and Supports, Meters, Relays, Instrument Trans- | 5,034,827 
formers. Washi ug and Ironing Machines: Clothes Washing Ma- 10,924,766 
chines; Ironing Machines; Drying Equipment, Domestic. 9,884,511 
Telephone a and Signal “Equipment: Annunciators, - Bells, | -—————_—_—_——— ——— re eer tee Sires 
Buzzers, Gongs, Door-Openers, Push Buttons, Bells and | 5,249,472 Other Motor Driven Appliances: hg Power Units; 4,506,421 
Signal Transformers; Alarm and Call Systems; Burglar, | 5,215,993 Beaters, Mixers, Extractors, etc.; Dish Washers, Floor 3,583,092 
Fire, Hospital, School, etce.; Telephones. Polishers, Utility Motors, Misc. 
Total Sales—1935 $348,102,907 
—1934 292,524,464 
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MEN YOU SHOULD KNOW 





*% AXEL H. KAHN 


District Manager, 


General Electric Supply Corp., Chicago. 


NATIVE of the Golden State, 
Axel H. Kahn had spent his 
entire life in the far West, 

until, in January of this year, he 
was transferred to Chicago as dis- 
trict manager of the General Elec- 
tric Supply Corp. Although born 
in San Francisco, he received his 
early schooling in Salt Lake City 
where his family moved when Axel 
was a mere youngster. A few years 
later the family returned to San 
Francisco. Here the future whole- 
saler graduated from high school 
and then “topped off” his education 
with night courses for a few years. 

Upon leaving high school, young 
Kahn’s first job was as errand boy 
with the old California Electric 
Works, a wholesaling firm that was 
absorbed soon after by the Western 
Electric Co. About this time, Mr. 
Kahn, senior, passed away, and the 
responsibility of supporting his 
mother fell upon Axel’s young but 
broad shoulders. 

From errand boy he soon rose to 
all-round inside man, handling coun- 
ter trade and acting as editing and 
price clerk. In 1907 he left West- 
ern Electric and was immediately 
hired as a stock clerk by “Bill” 
Goodwin, then with the Sterling 
Electric Co. This concern was the 
forerunner of the Pacific States 
Electric Co. which, in time, was 
taken over by the General Electric 
Supply Co. 

Mr. Kahn grew with this organ- 
ization, and at the time of his leav- 
ing for Chicago, was operating man- 
ager of the San Francisco district, 
which included the Fresno, Oakland 
and Sacramento branches. In addi- 
tion to these duties, his services were 
frequently drafted by Vice-presi- 
dent “Dave” Harris for the design 
of warehouses throughout the entire 
Western region. Mr. Kahn’s latest 
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A Wholesaler Who 


achievement along 
these lines is the mod- 
ernization of the house 
at Portland, Ore., 
which was described in 
the March issue of 
ELECTRICAL WHOLE- 
SALING. 

In his many years of 
experience, Mr. Kahn 
has formulated some 
very definite principles 
which he _ considers 
essential to proper service. “Speed 
and accuracy in service” is his first 
objective. ‘No salesman,” he says, 
“can go out and do a job for his 
house if he has to apologize for 
service. He must be able to prove 
to his customers that he not only 
has the merchandise, but also that 
he can render prompt and accurate 
service.” 

Another basic principle of Mr. 
Kahn’s is that every warehouse 
should be so designed that all 
broken package stocks are on the 
first floor, with only standard pack- 
age stocks on all other floors. The 
reason for this, he explains, is that 
85 per cent of all orders call for 
broken package quantities. Conse- 
quently these stocks should be on 
the first floor to provide the speed 
of service demanded by the trade. 


house. 


LL merchandise should be first 

arranged by classification groups, 
and then each group arranged by 
catalog numbers. This applies to 
broken and standard package stocks, 
also to stock records. Thus, when 
a man trained in one department is 
sent into another, he is already 
familiar with the set-up there. 
Furthermore, each order must be 
edited so carefully and completely 
as to quantity, price and description 
that, when it is sent to the ware- 


Sells Service 


One of the few wholesalers who have risen 
to a top position via the service rather than 
the sales route, Axel Kahn believes that, 
to hold his trade, the salesman must first 
of all sell his customers on the speed and 
accuracy of the service rendered by his 


house, there is no chance for error. 
Also, all invoices must go out cor- 
rectly and promptly. Another rule 
is that all correspondence with cus- 
tomers must be handled within 24 
hours. 

Despite his firm convictions on 
matters of service, Mr. Kahn is by 
no means a hard boiled boss. In 
remodeling the Portland branch, for 
example, he provided a comfortable 
rest room for the women employees, 
with a complete electric kitchen 
which they use for preparing 
lunches, and which is also used for 
demonstrations by the sales force. 

Because he has the welfare of his 
employees at heart they, in turn, 
look upon him as their friend. 
Upon his departure from the Coast 
he was presented with a wrist watch 
inscribed: “To Axel from His 
Friends in the G. E. Supply Corp., 
San Francisco, Jan. 1936.” A few 
weeks after he arrived in Chicago, 
he received, as a further testimonial, 
an album containing photographs of 
the entire personnel of the San 
Francisco district. Next to his fam- 
ily, this watch and album are Axel 
Kahn’s most cherished possessions. 
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The Wire Division 
of U. S. Rubber announces 
its Electrical Wholesaler policy. 


To progressive wholesalers of established reputa- 
tion “U.S.” offers, with 100 per cent territorial 
protection, its wire products business. For fran- 
chised wholesale distributors “U.S.” maintains, 
in its branch offices, sales and research engineers 
to help analyze markets, plan sales campaigns, 
aid in closing business and assist in solving 


technical problems. 


This well established, profitable business . . . 
supported by extensive sales cooperation and 


adequate national advertising— plus the advan- 





tage of the “U.S.” trademark which is kept con- 
stantly before the consuming public—is available 
to wholesalers who will offer earnest cooperation, 
provide satisfactory warehousing facilities and 


assure aggressive sales effort. 
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hited States Rubber Company 


Se) United States Rubber Products, Inc. ; 1790 Broadway, New York, N. Y. a 
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Below—Graybar had to move stock up 


and down, so they rented this caterpil- 
lar type tractor, connected a generator 


to it and away went the elevator 


Wholesalers Meet The Challenge Of 


pulling water out of the basement of Graybar’s 
house in Pittsburgh, a few days after the water 











Floods? 


Top left—The rear of The Front Co., of Wheel- 
ing, W. Va., can be seen at the left of this pic- 
It was taken when the water had fallen 
more than a foot from its highest point 


Keps Electric of Pittsburgh usually 


has a mighty fine appliance show room, but 
beauty had to be sacrificed during the post- 
flood period to make room for wire and fuse 


stocks 


Left—Two weeks “after”, Gee Electric Co., 
Wheeling, W. Va., still had several fans in use 
drying out the walls of their warehouse. The 
waters reached the nine-foot mark in this house 


A gas engine and pump hard at work 









subsided 














The Editor’s Page 





IN COMPILING our latest “Veri- 
fied Directory of Electrical Whole- 
salers,” we wrote to a number of 
manufacturers asking for the names 
of any new distributors whom they had appointed dur- 
ing the past year. In this way we hoped to locate new 
firms which we could investigate and, if they qualified, 
include in our directory. Several manufacturers hav- 
ing exceptionally broad distribution replied by sending 
us complete lists of their wholesalers. These lists in- 
cluded several hundred concerns whom we had investi- 
gated in previous years, but had failed to verify as 
bona-fide wholesalers of electrical supplies. 

In addition, there were some 150 firms for which 
we had no previous records. These were sent ques- 
tionnaires, their wholesaler status was checked with 
other manufacturers whom they claimed as sources of 
supply, with the directors of local associations, and, 
in doubtful cases, personal investigations were made 
by our field representatives. As a result, 132 of these 
firms, who were buying some lines at wholesaler’s cost, 
failed to qualify for listing in our 1936 directory. 

Of these 132 firms, 51 were found to be semi- 
jobbers, doing a considerable retail business or special- 
izing in job lots and distress merchandise, 24 firms had 
gone out of business, 23 were electrical contractors or 
motor repair firms, 17 were non-electrical wholesalers 
carrying only incomplete lines of electrical supplies and 
not regarded as active in the electrical field, six were 
electrical specialty distributors, three “believe it or not” 
were functioning as manufacturers’ agents in other 
lines, three refused to give any information, indicating 
they knew they could not qualify as legitimate whole- 
salers, two were exporters, two manufactured fittings 
and were attempting to do some wholesaling on the 
side, and one was a cooperative buying agency for a 
group of hardware stores. 

This analysis, we believe, provides convincing evi- 
dence of the need, first, for agreement upon the neces- 
sary qualifications of an electrical wholesaler, and 
second, the strict adherence to these qualifications by 
every manufacturer who claims to have a wholesaler 
policy. 

At Chicago last October, the NEWA revised its 
definition of a wholesaler, which had of necessity been 
made too broad under NRA, to exclude all firms whose 
sales at wholesale were less than 75 per cent of their 
total electrical sales. This qualification has been fol- 
lowed in our 1936 directory and a number of concerns, 
listed last year, whose contracting or retailing business 
exceeds 25 per cent of their total, have been deleted. 

The NEWA definition also requires that, to qualify 
as an electrical wholesaler, a concern must carry at 
least a $25,000 stock of-electrical commodities and, if 
located in a city of over 500,000 population, it must 
maintain an inventory of at least $50,000. This re- 
quirement would automatically eliminate many concerns 
which are conducting a strictly wholesaling business, 


Who Is A 
Wholesaler? 
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and doing so in a legitimate manner. Such concerns 
have not been removed from our directory, because to 
do so would not provide sufficient outlets in many terri- 
tories for even the first line manufacturers. 

The National Council of Electrical Wholesaler Asso- 
ciations has now adopted a definition which will be 
found on page 24. Like the NEWA definition, it 
requires that at least 75 per cent of a concern’s electrical 
business must be at wholesale, but, unlike the NEWA 
definition, it places no limit on size of inventory, sub- 
stituting for this requirement certain qualifications as 
to character and experience. 

At French Lick, Mr. Richards was asked to state 
the definition of an electrical wholesaler as used by the 
manufacturers of Safecote wire, which excludes any 
firm doing a contracting business, but which likewise 
places no restrictions on size, provided a concern main- 
tains stocks and renders delivery service. 

In compiling our directory, we have endeavored to 
judge each concern on its own merits. While all the 
houses listed would not qualify under the NEWA 
definition, we believe that in practically every case, 
they meet the definition proposed by the National 
Council. 


MANUFACTURERS’ local stocks, 
we have frequently contended, are 
one of the principal causes of the un- 
stable market conditions existing in 
the larger metropolitan areas, especially in the North 
Atlantic states. They make possible the existence of 
literally hundreds of small pseudo-wholesalers who are 
without capital, who are lacking in business ethics, who 
render practically no service and who will sell at almost 
any price. 

Were these stocks to be abolished, the legitimate full- 
function wholesalers would have an incentive to build 
up their own stocks to the point where they would ade- 
quately serve the needs of the community and the para- 
sites who now exist because of these stocks would soon 
disappear because they lack the capital to purchase 
stocks of their own. 

Until such time as these stocks are abolished, we have 
maintained that manufacturers should, without delay, 
not only establish adequate differentials, on all ship- 
ments from their local stocks, but enforce these differ- 
entials without any discrimination whatsoever. Such a 
policy would compel the broker type of house to sell at 
a price level more closely approaching that of the full- 
service wholesaler. 

In the automotive field, according to a report by the 
National Standard Parts Association to its member man- 
ufacurers, warehousing expense alone amounts to 7.8 
per cent on shipments from manufacturers’ own ware- 
houses. This figure does not include such items as 
obsolescence, interest on investment, freight, insurance, 
etc. With the addition of these overhead expenses, the 
total cost to the manufacturer of maintaining local 
stocks is around 10 per cent. 

In the electrical field, a 10 per cent differential, rig- 
idly and impartially enforced, would go a long way 
towards stabilizing the market at a point where those 
who actually function as wholesalers could operate at a 
profit. 


Local Stocks 
Cost 10% 
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Flood Covers Colt Plant 
But Staff Carries On 


(In view of the fact that the Colt fac- 
tory was in the heart of the Connecticut 
flood district, we thought that some re- 
port of the damage to the plant would 
be of interest to electrical wholesalers. 
Here is Mr. Phelps’ reply to our letter 
of inquiry.—The Editor.) 


“The principal building in our elec- 
trical division is a one story building 
about 500 ft. long and 300 ft. wide. Water 
entered this building the night of March 
19, and on March 20 had not only filled 
it, but was resting comfortably on the 
roof. The water did not recede sufh- 
ciently for us to begin cleaning and put- 
ting in order until April 1. 

“We were extraordinarily fortunate, 
however, in that we had one full working 
day of sufficient warning so that finished 
merchandise could be moved to upper 
floors of our adjoining factory building; 
in fact, but for the discontinuance of elec- 
tric power we probably would have re- 
moved all of our finished merchandise. 

“We have been able to render service 
to our distributors by reason of the 
merchandise that was moved and the ex- 
istence of substantial branch warehouse 
stocks in Boston, Chicago and San Fran- 
cisco. In view of the long time we were 
kept from getting into our factory, we 
established an assembly plant in a neigh- 
boring factory; this assembly plant is 
very much in operation at the present 
time and will be continued until we can 
resume normal operations in our factory, 
which now appears would be during the 
week of April 20, one full month after 
the happening. 


“It is rather difficult to be concise on 
what we have had to contend with. I can 
assure you it has been most interesting 
and a job we can wish for no one to have 
to duplicate. The spirit of our employees 
in Hartford has been most remarkable. 
For a period of three weeks they have 
labored without regard to hours or per- 
sonal convenience in mud and water and, 
unfortunately, also with the handicap of 
generally rainy weather.” 

D. G. PHELPS 

Manager, Electrical Division 
Colts Patent Firearms Mfg. Co., 
Hartford, Conn. 


Records Required of Employers 
Under Social Security Act 


To THE EpiTor: 

I have been following with a great 
deal of interest your articles on Social 
Security Legislation, and am sure that 
the members of the electrical wholesal- 
ing trade will derive a great deal of 
benefit from the careful manner in 
which you have presented the facts 
about the Social Security Act. I hope 
you will not feel that I am detracting 
in any way from the merit of these 
articles in offering a suggestion for 
supplementing the data provided in the 
installment in your February issue. 

In item 28 on page 13, the question 
is postulated “What records should em- 
ployers provide for?” It occurs to me 
that the reply given there might be 
somewhat misleading to members of 
the trade in that it does not provide a 
full answer to the question. The Com- 
missioner of Internal Revenue, who 








+ Damage Was Heavy outside as well as in. 
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A view of the Pittsburgh 
home of the Graybar Electric Co. after the water had departed leaving 
plenty of scars and debris. 


» 


will collect the contributions under this 
title, while ruling that employers may 
keep their records in such form as they 
find convenient, prescribes the simple 
minimum of information which he will 
need in determining whether an em- 
ployer is liable to the tax, and if so, 
what it should amount to. These are 
stated in paragraph H, article 2, of 
Treasury Decision No. 4616. I think 
that paragraphs 1, 2 and 3 (which are 
quoted below) briefly state the commis- 
sioner’s minimum requirements in this 
respect. 

In your article paragraph 1 of item 
28 is also somewhat in error in imply- 
ing that the one per cent tax payable 
on 1936 payrolls is to be deducted and 
withheld from employees’ wages. This 
is purely an excise tax on employers, 
insofar as the Federal payroll excise 
tax is concerned. Under the Federal 
Act an income tax on employees’ wages 
will not begin until 1937. Of course, 
some of the state unemployment com- 
pensation acts provide for contributions 
by employees. 


Rosert Huse, Associate Director, 
Informational Service, 

Social Security Board, 
Washington, D.C. 


Treasury Decision 4616, Paragraph 
H, Article 2, reads as follows: 


(a) Every person subject to tax under 
the Act shall, during the calendar year 1936 
or any calendar year thereafter, for each 
such calendar year, keep such permanent 
records as are necessary to establish: 

(1) The toal amount of remuneration 
payable to his employees in cash or in a 
medium other than cash, showing separately, 
(a) total remuneration payable with re- 
spect to services excepted by section 907(c), 
(b) total remuneration payable with respect 
to services performed outside of the United 
States, (c) total remuneration payable with 
respect to all other services. 

(2) The amount of contributions with re- 
spect to employment during the calendar 
year paid by him into any State unemploy- 
ment fund, showing separately, (a) pay- 
ments made and not deducted (or deductible ) 
from the remuneration of employees, (b) 
payments made and deducted (or deductible) 
from the remuneration of employees, (c) 
payments made with respect to services ex- 
cepted by section 907(c). 

(3) Such other information as will enable 
the Commissioner to determine whether such 
person is subject to the tax, and, if subject 
to the tax, the amount thereof. 

(b) No particular method of accounting 
or form of record is prescribed. Each person 
may adopt such records and such method of 
accounting as may best meet the require- 
ments of his own business, provided that they 
clearly and accurately show the information 
required above, and enable him to make a 
proper return on the prescribed form. 

(c) Records are not required to show the 
number of individuals employed on any day, 
but must show the total amount of remunera- 
tion actually paid during each calendar 
month and the number of individuals em- 
ployed during each calendar month or during 
each such lesser period as the employer may 
elect. 
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a GOOD Type D Switch 


HE primary purpose of any safety 
| soe is to make, to carry, and to 
break a current. Proper current-carry- 
ing capacity demands strong pressure 
of the jaws on the blades. If pressure 
is weak, contact becomes faulty, heat- 
ing develops and trouble begins. 

With the growing demand for long 
and satisfactory switch life, additional 
precautions must be taken. You have 
to measure... you have to KNOW... 
what the trade needs to give that serv- 
ice regardless of whether it be a Type 
A switch, a Type C or a Type D. How- 
ever, we repeat, the basic requirement 
of any safety switch, for any service, 
is adequate contact pressure. 


Study the C-H line to see how each 
type is built especially to meet the 
needs for which you want to use it. 
Then note that regardless of which 
switch you select, there will be no de- 
parture from time-tested principles. 
You actually get adequate contact 
pressure in every Cutler-Hammer 
switch. Thus, you can select it with the 
full knowledge that you are getting 
the best switch time, talent and money 
can produce. Your business is safest 
with the C-H Safety Switch line...lead- 
ers in Current-Carrying equipment. 
CUTLER-HAMMER, Inc., Pioneer Man- 
ufacturers of Electric Control Apparatus, 
1327 St. Paul Avenue, Milwaukee,Wis. 


CUTLER-HAMMER 


SAFETY SWITCHES 











The Pull Test 


\ 
Grab the crossbcr as shown above... pull | 
the blades out by hand. If it is easy to pull | 
the blades out, pressure is weck, contact | 
is faulty, and the switch will not give | 
satisfactory service. On the other hand, | 
if the blades are hard to free, held firmly, 
as in C-H Switches, you have excellent | 
contact, long life, super-satisfaction. 


+ 





@ The C-H line includes all types and sizes of Standa 
Weatherproof and Explosion-Proof Safety Switches, ¢ 
Range Switches and Service Equipment for every localit| 
all built to the famous C-H Control Leadership Standa 














Trade Associations 





New York Wholesalers 
Hold Dinner-Dance 


On the evening of April 18, nearly 800 
persons filled to capacity the huge grand 
ball room of Broadway’s swanky Hotel 
Astor for the sixth annual anniversary 
dinner and dance of the Eastern Electri- 
cal Wholesalers Association. As chair- 
man of the entertainment committee, 
Joseph Kurzon, assisted by Herman 
Josephs, Irving Protoss, and Jack Tucker, 
worked for weeks in advance to make this 
affair an outstanding event. Printed seat- 
ing lists, attractive menus, a floor show 
of ten popular Broadway acts and an 
excellent dance orchestra all contributed 
to the success of the affair. 

On the dais, E. V. Weir, managing di- 
rector of the association, was flanked by 
President A. Beller and Past-president 
R. L. Simon. Ina few well chosen words 
Captain Weir welcomed the guests and 
announced amid cheers that there would 
be no speeches. Space prevents printing 
the names of the guests, but the seating 
list comprised a veritable “Who’s Who” 
of the electrical industry in the Metro- 
politan New York area. 


Porcelain Manufacturers Promote 


Knob and Tube Wiring 


Announcement of the publication of 
a Fact Manual on knob and tube wir- 
ing has been made by the Standard 
Electrical Porcelain Manufacturers, 201 
N. Wells Street, Chicago. The out- 
standing feature of the manual is a 
large 18 in. by 22 in. installation dia- 
gram in which the details of the in- 
stallation of knob, tube and cleat wiring 
are illustrated and explained. In addi- 
tion, the manual contains 16 pages of 
information concerning the advantages 
of porcelain insulated wiring, its proper 
installation and care. While primarily 


designed for the trade, these pages are 
so written that they can be used by 
electrical contractors, utility companies, 
etc., in presenting, to the layman, the 
advantages of adequate wiring in the 
use of the knob and tube wiring method 
for extensions and. new installations. 
Complimentary copies are available, 
upon request, to electrical contractors, 
electricians, and utility companies. 


Trade Commission Holds Hearing 
On RMA Trade Practice Rules 


Practically unanimous endorsement of 
the trade practice rules for radio set 
manufacturers, sponsored by RMA, 
marked the public hearing of the Fed- 
eral Trade Commission at Washington 


on April 7. Strong support for the pro- ° 


posed rules was given by representa- 
tives of the Federal Communications 
Commission, Department of Commerce, 
Bureau of Standards, and with the 
national and Washington Better Busi- 
ness Bureaus. The commission now 
has the proposed rules under advise- 
ment. 

The proposed rules define the term 
“all-wave,” also the various broadcast 
bands and specify that these definitions 
be strictly adhered to in all descriptions 
and advertising of radio receiving sets. 

Other rules cover commercial bribery, 
imitation of trade marks, fake brand- 
ing and removal or defacing of serial 
numbers. 


Western Inspectors to Meet 


Olympia, Wash., has been selected as 
the scene of the 10th annual convention 
of the Northwestern Section, Interna- 
tional Association of Electrical In- 
spectors. The convention will be held 
in the Hotel Olympian from Sept. 14-16. 





The new arrangement of the National 
Electrical Code will be available and 
will be carefully discussed. There will 
also be several papers by prominent men 
in the industry. 


The National Council Defines 
An Electrical Wholesaler 


A new definition of an electrical 
wholesaler was adopted last month by 
the National Council of Electrical 
Wholesaler Associations. Like the 
definition approved by NEWA last 
October it requires that, to qualify as a 
wholesaler, at least 75 per cent of a 
firm’s electrical business must be at 
wholesale. Investment requirements, 
however, are reduced to $25,000 in large 
centers. 

The definition of the National Coun- 
cil reads as follows: 

“A wholesaler is a person, firm or 
corporation, organized primarily to sell 
electrical material to the contracting 
trade, electrical, hardware and house 
furnishing dealers, industrials, utilities, 
railroads and manufacturers who use 
standard electrical materials in the 
fabrication of their finished products; 
whose electrical and lighting fixture 
business is 75 per cent at wholesale, ex- 
clusive of any business which may be 
done with affiliated, owned or controlled 
companies ; 

“Which transacts business in suffi- 
cient volume to handle materials in 
wholesale quantities, employs at least 
one full-time outside salesman (not a 
member of the firm) for the exclusive 
sale of electrical materials at whole- 
sale, and who carries at all times at its 
principal place of business, a repre- 
sentative stock of the materials it sells 
and from which it can fill the orders of 
its customers; has sufficient capital to 
enable it to carry a stock sufficient to 
serve its community, to enable it to 
carry the accounts of its customers, and 
to pay its bills promptly; 

“Whose capacity, resulting from 
training and experience, qualifies it to 
do a constructive sales job; whose char- 








Annual Banquet, Eastern Electrical Wholesalers Association, Hotel Astor, April 18 
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TYPE ‘*‘c’’ COLT-NOARK DUALBREAK SAFETY SWITCH — 575 VOLTS 


oul find a Goth in the New 
COLT-NOARK Li NE 


There’s a big advantage in being able to furnish your customer with a com- 
plete line — everything from a fuse link to a 1200 ampere Safety Switch 
— all bearing the same nationally known trade-mark — all backed by an 
organization that has been producing products of outstanding efficiency — 
for exactly 100 years. The new Colt-Noark line includes Type A, C and D 
Safety Switches . . . Weather-proof Safety Switches . .. Meter and 
Service Entrance Switches . . . Service Equipment . . . Motor Starting 
Equipment ranging from Push Button Stations up to Combination Motor f 
Starters and Safety Switches . . . Fuses and Fuse Accessories . . . Cast CATALOG 58-S 








Iron Service and Fuse Boxes . . . and the New Protectit Auxiliary Circuit re nt ns in 
Breaker. Contains descriptions and 

specifications of Safety 
What a line — what an opportunity for you to increase your profits by oe eee 
stocking just one line — a line that is well known . . . well advertised . . . and Motor Starting 
well serviced! —— ee 


COLT’S PATENT FIRE ARMS MFG. CO., ELECTRICAL DIVISION HARTFORD, CONN. 
Boston, New York, Chicago and Philadelphia. H. B. Squires Co., Pacific Coast Representative 


= COLT-NOARK 





SWITCHES - MOTOR STARTERS - FUSES 
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+ About To Sign is J. P. Hamblen, 
one of the partners of Southern 
Electric Supply Co., Houston, Tex. 
The other partner, Frank A. De- 
Walk, right, seems to be taking the 


ceremony quite seriously. Hollis 
Johnson, salesman in the territory 
for Appleton Electric, is the man 
who did the selling job. 


acter and past record should insure fair 
dealings and cooperation with manufac- 
turers and wholesalers, to promote 
stabilization and profit in the electrical 
industry. In the large centers, a whole- 
saler, to qualify, should have not less 
than $25,000 invested in the electrical 
supply business. 

“This definition excludes buying 
offices or syndicates representing re- 
tailers; their stock-carrying affiliates; 
chain store control offices or ware- 
houses; drop shippers; brokers; com- 
mission agents; sales agents; job lot 
dealers; second hand dealers, and con- 
tractors.” 

In a bulletin sent to member associa- 
tions on April 9, Managing Director 
Weir states: 

“Tt is recognized that certain electri- 
cal products are distributed through 
other than electrical wholesalers, and 
it is believed that the following excep- 
tions are in order: 

“Wiring devices, fixture wire, lamp 
cords, and those other items consid- 
ered to be necessary to the distribu- 
tion of residential and commercial 
lighting fixtures, may be sold direct 
to those firms considered by the light- 
ing fixture industry to be wholesalers 
in fact. 

“Wiring devices and such other items 
known as over the counter items may 
be sold direct to such hardware 
wholesalers as maintain an electrical 
department and are recognized as 
wholesalers in fact by the hardware 
industry.” . 


Milwaukee Salesmen Attend 
A Breakfast Sales Course 


Sponsored by the Wisconsin Radio, 
Refrigeration & Appliance Association, 
a series of four lectures on salesman- 
ship was conducted from 7 to 8:30 on 
Monday mornings during April at the 
Hotel Plankinton, Milwaukee. 
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Directed by Gerald Stedman of the 
Cramer Krasselt advertising agency, 
the breakfast lectures were planned for 
retail appliance salesmen, but were also 
well attended by salesmen of distributor 
members who plan to follow through 
with promotional activities. 


Boston Wholesalers Participate 
In Contractors’ Convention 


Unification of interests and improved 
cooperation between all branches of the 
electrical industry featured the ad- 
dresses of prominent Bay State men at 
the first annual convention of the Mass- 
achusetts State Association of Master 
Electricians, held in Boston on April 
1-2, Joseph L. Winn presiding. V. C. 
Bruce Wetmore, veteran wholesaler, 
spoke at the opening session on selling 
electrical supplies, pointing out that 
securing proper resale prices is the 
greatest problem of the modern whole- 
saler. He vigorously attacked  sub- 
standard materials and declared the 
wholesaler must stand for high-grade 
products at fair prices if he is to serve 
his market adequately and successfully. 
Mr. Wetmore strongly advocated the 
passage of a state licensing law which 
would prevent the journeyman going 
into competition with the master elec- 
trician by buying a basketful of cheap 
material and pirating the market. “I do 
not expect to remain in active business 
more than five years more,” he said, 
“but before I retire after 41 years of 
service I would like to make an effort to 
put this licensing law into effect.” 





Almon Foster 


Almon Foster, managing director, 
Northeastern Electrical Wholesalers’ 
Association, spoke on the value of local 
organizations. “This association,” he 
stated, “has lived longer than any asso- 
ciation ever lived in the wholesale 
branch of the industry in New England. 
I can speak very frankly about the 
Northeastern Association because I 
know exactly what it wishes to accom- 
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plish and just what effort is being made 
to accomplish it. This association 
wishes first of all to create within itself 
confidence in each other, trust in each 
other, and all those things that go to 
make competition a pleasure. Its mem- 
bers want to remove from business all 
those things which make competition 
bitter and unbearable. This group has 
always consisted of the so-called ‘inde- 
pendent’ wholesalers whose efforts to 
improve conditions in their branch of 
the industry have been unremitting. 
The benefits derived from its efforts 
have been felt by all wholesalers, re- 
gardless of whether or not they are 
members of the organization. As man- 
aging director of this association | 
wish to express my appreciation of the 
fact that all the larger wholesalers in 
the Boston territory acknowledge that 
many benefits have come to them from 
the efforts of this organization. It can 
be said now that all wholesalers in this 
territory are enthusiastically cooperat- 
ing in every way to put their branch of 
the industry on a basis that is ethical 
to the last degree, and that is profit- 
able to everyone in it, regardless of 
whether or not they participate in our 
efforts to bring about these accomplish- 
ments. 

“Selling is the eternal job of all in 
the electrical industry. The master elec- 
trician sells materials and labor. The 
wholesaler sells materials to the master 
electrician. The Metropolitan Electrical 
League is eternally selling ideas to the 
various branches of the trade and to the 
public. We are selling the same devices 
but to different classes of the trade. It 
seems to me that we are linked together 
by a business bond that should hold us 
pretty close to each other. We are all 
making our livelihood on different 
phases of exactly the same job. 

“The master electrician has plenty of 
competition within the ranks of his own 
branch of the industry. He should have 
competition from that source but it should 
be fair competition. He has some com- 
petition from manufacturers that is un- 
just and should be eliminated. The low- 
est form that this competition takes is 
when the manufacturer sells merchan- 
dise to concerns outside of the electrical 
industry at prices that enable the resale 
of such merchandise at prices at which 
the master electrician cannot meet and 
make a reasonable profit. The only 
thing that will cure this evil will be the 
perfect functioning of the various asso- 
ciations. The master electrician has 
certain competition from the wholesaler 
that must be corrected and with a bet- 
ter understanding between the whole- 
salers’ association and the master elec- 
trician’s association this competition is 
already being eliminated. His toughest 
competition is that of the journeyman 
electrician whose rightful function is to 
be employed by the master electrician. 
This type of competition probably will 
never be entirely eliminated without a 
change in the laws of the state.” 
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F ENCLOSED—YET SELF DISCLOSING 


The moving contacts are embedded, or wedged, be- 
yond possibility of detachment, in the upper section of 
the enclosed arc chamber. Its ends are completely 
enclosed on all four sides by the locking shoulders of 
the overlapping laminations, so that it definitely moves 
with the operating handle in and out (ON and OFF) on 
the stationary Line and Load contacts, as illustrated. 
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In the above illustration, Figure 1 shows the switch in “ON posi- 
tion.” Note the moving arc chamber is fully down on Line and 
Load contacts, whereas in Figure 2 “OFF position” the arc chamber 
has moved outward, exposing the Line and Load contacts. In the 
“OFF position” the moving contacts are separated from the 
stationary contacts by over a full inch of space. 


THE VISUAL EVIDENCE OF THE “ON” or “OFF” 
POSITION OF THE CONTACTS IS JUST AS OBVIOUS 
AND POSITIVE AS THE “ON” or “OFF” POSITION 
OF THE OPERATING HANDLE. 


BULL DOG ELECTRIC PRODUCTS CO. 


SErTRoiT, U.S. A. 


Products of Canoda, ltd Toronto, Ontario 

















Wholesaler Activities 





Mid-States Electric Supply 
Organized In Decatur 


H. M. Minnis, formerly vice-presi- 
dent of the Electric Fixture & Supply 
Corp., of Omaha, has formed the Mid- 
States Electric Supply Co., which will 
travel four salesmen in eastern Illinois 
territory. The firm opened for busi- 
ness May 1, in the three-story building 
at 252 E. Main St., Decatur, Ill. Lines 
already secured include Arrow-Hart & 
Hegeman, Paranite, Appleton and 
Emerson. 

* 


Mill Power Supply Moves 
To Larger Quarters 


Mill Power Supply Co. of Charlotte, 
N. C., wholesaling subsidiary of the 
Duke Power Co., recently moved into 
enlarged quarters in order to more ade- 
quately serve their growing business. 
The new office and warehouse space 
provide a 66 per cent increase in floor 
area over that occupied in the old 
quarters. 

On March 20th approximately 200 
friends and customers of the company 
attended open house, inspecting the 
new offices, warehouse and display 
rooms. In none of the offices is the 
lighting below 30 foot-candles, while 
in the display rooms and accounting de- 
partment the level of illumination is 
50 foot-candles. 

Recently two new merchandise and 
appliance salesmen have joined this or- 
ganization, making a total sales force 
of six men. 

. 


Richardson Now Vice-president 


Of Taylor Electric 


Howard E. Richardson has been elect- 
ed as vice-president and director of the 
Taylor Electric Co., Milwaukee, Wis. 
He will be in charge of sales. Mr. 
Richardson announced his resignation as 
general sales manager of the Crosley 
Radio Corp. the latter part of March. 


Michigan Chandelier Holds 
Industrial Exhibit 


More than 150 contractors and in- 
dustrial engineers attended the recent 
open house and industrial exhibit at the 
Ann Arbor branch of the Michigan 
Chandelier Co. Dave Love, manager 
of the Dearborn branch, served the re- 
freshments. Charles Rogers, from the 
main office in Detroit; C. J. Klose, Ann 
Arbor manager, and salesmen Sam 
Myers and Durwood Norack handled 
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the balance of the affair. The manufac- 
turers who exhibited included BullDog 
Electric, Allen-Bradley, Killark Elec- 
tric, Pittsburgh Reflector, Day Brite 
Reflector, and General Electric Lamp 
Division. 

® 


Graybar Treasurer Gets 
30-year Service Award 


Elmer W. Shepard, treasurer of the 
Graybar Electric Co. completed his 30th 
year of continuous service with the com- 
pany last month. Mr. Shepard started 
in the secretary’s office in Chicago in 
1906. He has been treasurer of the com- 
pany and a director of the Graybar Man- 
agement Corp. since 1926. 

Four other Graybar employees com- 
pleted records last month, ranging from 
20 to 45 years. John T. Valenta of Chi- 
cago heads the list with 45 years of serv- 
ice and has the distinction of the longest 
service record of any Graybar employee. 
These years have been spent in Chicago 
in the sales department. He is now assis- 
tant supply specialist at Chicago. 

George W. Cramond, manager of the 
utilities department at Cincinnati, and 
Edward R. Evans, service supervisor at 
Buffalo, each received the 30-year award. 
Daniel H. Freman, city salesman at the 
Boston office, completed his 20th year. 


Stern Adds to Territory 
On Grunow Products 


Stern & Co., Hartford, Conn., dis- 
tributors for the General Household 
Utilities Co. in southern New England, 





a, 
“ 
t 


“a 
has been given additional territory and 
will also distribute Grunow products in 
the states of New Hampshire and 
Rhode Island and in Bristol County, 


Mass. 
ra 


American Electric Co. 


Adds Salesmen 


Four new members have been added 
to the sales staff of the American Elec- 
tric Co. In the St. Joseph house, 
Frank Dietterich, formerly with Glasco 
Electric, is selling a general line of 
merchandise in the southeastern Kansas 
territory. T. J. Wood, formerly with 
the Missouri Public Service Co., is 
covering southwestern Missouri. 

B. A. French is specializing on 
radios, refrigerators and washers in the 
St. Joseph territory, and Robert Boyd, 
radio, refrigerators and washers is sell- 
ing at the Wichita house. 


New Appointments 
By G. E. Supply 


Several changes have recently been 
made in the organization of the General 
Electric Supply Corp. 

L. Lohrfink, formerly district credit 
manager at Baltimore, now has the title 
of district auditor. 

At the Erie house, E. C, Nelson has 
replaced F. H. Pauley as branch operat- 
ing manager. 

W. M. Zick has been appointed 
branch manager at Lansing, where 
O. E. Heinrich has succeeded R. E. 
Dresser, deceased, as branch operating 
manager. 

E. Hein, formerly service supervisor 
at St. Louis, has been transferred to the 
sales department. E. A. Heggins is the 
new service supervisor. 

G. W. Gentry has been selected as 
district auditor at Oklahoma City. 








+ A New House in Pittsburgh and here at the counter stand a few of the 


menibers. 
quarters on Penn Ave. 


Known as Economy Electric Supply Co., the firm has head- 
From the left: H. M. Sadler, sales; Sam Hecker, 
manager; F. W. Brust, sales, and H. Margo, warehouse man. 


Mr. Hecker 


was formerly with Service Electric and Allied Electric of the Iron City. 
Mr. Brust spent a number of years with Price Electric of the same city. 
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HERE'S YOUR TICKET FOR MORE 
PROFIT FROM NEW LOW MAZDA 
LAMP PRICES ANNOUNCED 
BY GENERAL ELECTRIC 





i” 


5 ways to profit 


General Electric’s announcement of new low prices on 
higher wattage Mazpa lamps (effective May Ist) makes 
many new lamp-selling, profit-making opportunities for 
you and your agents. Here are five important advantages 
every jobber should cash in on: 





1. Opportunity to get more commercial contracts — You will 
find that this price reduction on higher wattage types of Mazpa 
lamps automatically gives you a great advantage in getting more 
commercial and industrial Form E contacts than ever before . . . some 
of which were previously unobtainable. 


2. Opportunity for agents to fill more empty sockets — Tell 
your agents what a wide open opportunity there is right in their own 
neighborhood for selling these higher wattage lamps to neighboring 
storekeepers, barber shops, service stations, etc. Urge them to call 
on these people, fill empty sockets in their places of business, and 
point out the new low prices of these higher wattage lamps. 


3. Opportunity to get new lamp agents—Never before have high- 
er wattage Mazpa lamps been priced so low. Now it becomes easy to 
convince agents of the advantages to customers’ eyes and pocketbooks 
of using higher wattage lamps of uniform high quality. It paves the 
way for signing up new agents. 


4. Opportunity to sell more higher wattage lamps— The Bet- 
ter Light-Better Sight Program has instilled in many of your agents’ 
commercial customers the desire for the extra light provided by 
higher wattage lamps. It thus becomes easier for agents to replace 
present low wattage lamps with higher wattage lamps at the new 
low prices. 


5. Opportunity to sell residential customers— Tell your agents 
that approximately 147,000 Three-Lite floor lamps were sold last 
year and that they constitute a good potential replacement market 
for the Indirect Three-Lite lamp at the 
new low price. Urge them to sell resi- 
~SSNN dential customers more Mazpa Daylight 
lamps for kitchens, workshops, garages, 
etc. at the new low prices. General Elec- 
tric Company, Nela Park, Cleveland, O. 


Ly 


THEY STAY © 
BRIGHTER 
LONGER 
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Personals 





Barnes Crockett, R. L. BELL and 
L. A. NISEWANDER have joined the 
sales staff of Bluefield (W. Va.) Sup- 
ply Co. to handle all lines The firm is 
now distributor in that territory for the 
Hotpoint refrigerator line. 

Ben Horton, salesman for five years 
at Northland Electric Supply in Minne- 
apolis, has joined the sales force of Cres- 
cent Electric Supply Co., Waterloo, Ia. 
He will cover northern Iowa and south- 
ern Minnesota. 

E. R. Cay or is now selling oil burners 
for the Terry-Durin Co., Cedar Rapids. 

THomMaAs Lyons, country salesman, 
and Howarp SMITH, counter man, have 
been added to the sales force of the O. K. 
Electric Supply Co., Perth Amboy, N. J. 

R. W. Hagce has been transferred 
from the Akron branch of the General 
Electric Supply Corp., to Cleveland. His 
successor in Akron is C. E. McCLInTock, 
formerly of Erie, Pa. 

Leon R. Ham will cover western Con- 
necticut for the Sprague Electrical Sup- 
ply Co. of Hartford. Henry M. Hetrrt- 
MAN, formerly with the Connecticut 
Light & Power Co., is a new man at the 
counter, and C. W. Dewey has been made 
manager of the major appliance depart- 
ment. 

Witi1aM S. RICHARD is a new city 
salesman for the Loeb Electric Co., 
Columbus. 


C. H. SIEDENBERG is now associated 
with Koehler Electrical Supply Co. in 
New York City, as salesman in the metro- 
politan area. Mr. Siedenberg spent 23 
years with Royal Eastern in New York. 

G. B. CoLeswortHy has been trans- 
ferred to the Boston office, General Elec- 
tric Supply Corp., and will travel the 
Cape Cod territory. Ray Lyons, active 


in the electrical industry in the Connec- 
ticut valley for 20 years, succeeds him as 


assistant operating manager at Spring- 
field. 


Ben MARSCHALECK is now a member 
of the city sales force of the Belmont 
Corp., Minneapolis. Mr. Marschaleck 
was formerly an electrical contractor- 
dealer. 

FrANK MELE has succeeded L. Oxps 
as manager of Graybar’s 42nd St. branch 
in New York City. Mr. Olds has been 
transferred to outside sales. 

Leo BeaucHAmP, formerly with the 
General Electric Supply Corp., was re- 
cently appointed manager of the Water- 
bury Electric Supply Co. 

James E. McGrrtu has been employed 
by Cuny-Guerber, Inc., of New York 
City, as salesman in the metropolitan 
area. He was formerly on the sales staff 
at Stanley & Patterson, New York. 

Ken Mclsaacs has joined the staff 
of the Milhender-Afes Electric Co., 617 
Atlantic Ave., Boston, Mass., as city 
salesman. 

© 


Troyer Joins American Electric 
As Sales Specialist 


Harve C. Troyer has joined the Amer- 
ican Electric Co., St. Joseph, Mo., as 
special representative for the new 
Meadows line of washers and ironers. 

Mr. Troyer will be equipped with a 
special panelbody truck containing three 
new model washers and two ironers, with 
appropriate advertising on the body of the 
truck featuring the line. He will cover 
Kansas, and parts of Missouri and 
Nebraska. 

* 


Eaco Appoints James Gibson 
As Credit Manager 


James Gibson has been named as credit 
manager of Eaco, Inc., New Orleans. 
He succeeds Miss A. Reed. 

Estes W. McKinney and E. H. Catlin 
have joined the organization as salesmen. 

Joseph Kolb is another newcomer to 
the inside force. 

The office of the firm has been exten- 
sively remodeled. 








+ School Days are here again for this group of dealers who attended a re- 
cent home laundry equipment service school of the Crescent Electric Sup- 


ply Co., Quincy, III. 
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The school was under the direction of Harry Logan of 
the home laundry equipment department of the General Electric Co. 








+From Far West to the Middle 
West recently went C. H. Rice, 
Westinghouse Electric Supply Co. 
Mr. Rice is now heading major ap- 
pliance sales at the Evansville, Ind. 
house. Seattle, Wash., claimed him 
as a citizen. before this move. 





Rogers Returns to 
Wholesale Field 


Arthur J. Rogers of Hartford, Conn., 
who for many years operated the 
Rogers Electric Supply Co., is again 
active in the wholesale trade. He has 
organized the Connecticut Electric Sup- 
ply Co., with offices and warehouse lo- 
cated at 482 Ann St. Mr. Rogers is 
covering the territory within a 40-mile 
radius of Hartford. 


Graybar Promotes Leutwiler 
To Service Manager 


O. H. Leutwiler has been made service 
manager of the St. Louis house of the 
Graybar Electric Co. He succeeds Van 
T. Pennoyer, who has retired after a long 
period of service. Mr. Leutwiler has 
been with the company at St. Louis since 
1908, engaged in voucher and accounting 
work. 

* 


Sears Roebuck Appoints 
Independent Dealers 


Sears Roebuck & Co., large Chicago 
mail order house, announced a new 
policy last month which extends their 
operations in the wholesale field. Pre- 
viously their wholesale activities had 
been limited to sales of a few lines 
to large industrials and transportation 
companies, sales to the latter being to 
a large extent on a reciprocity basis. 

Described by Earl Barker, manager 
of Sears’ retail store division, as an ex- 
periment in business expansion, three 
independent retailers in the Middle 
West have received exclusive fran- 
chises on the company’s electrical lines, 
also on furnaces and other heating 
equipment. 
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Appliance Promotion Announced 
For Mother’s Day and June Brides 


Opening the way to an estimated 
$400,000,000 market, the General Elec- 
tric Co., Bridgeport, has launched a 
combination Mother’s Day and June 
Bride promotion on heating devices and 
clocks, with 50,000 dealers lined up for 
participation in the activity. 

As a door-opener, a two-page full- 
color ad appears in the May issue of 
House Beautiful, and it will also be 
featured in three full-color pages in 
House Beautiful’s “Buying Guide for 
the Bride.” 


The appliances featured include a 
buffet service, two portable mixers, 
cooker, automatic iron, and three clocks. 


Powel Crosley, III, Elected Vice- 
President of Crosley Radio 


Powel Crosley, III, has been elected 
a vice-president of the Crosley Radio 
Corp., according to an announcement 
by Powel Crosley, Jr., president. 

The younger Mr, Crosley, after com- 
pleting a course at Miami University, 
Oxford, entered the advertising agency 
business with the Procter - Collier 
agency. Following this experience he 
became a salesman for the Crosley Dis- 
tributing Corp., of Cincinnati. He 
filled this position for a year and a half 
and made an excellent record. 

Then he spent about a year in the 
factory in the various phases of produc- 
tion. He spent some time in both the 
engineering department and in the 


broadcasting division of the corpora- 
tion. Returning to the Crosley Dis- 
tributing Corp. about a year ago, he 
was made sales manager of that or- 
ganization. 


Westinghouse to Promote 
Rural Electrification 


N. G. Symonds, vice-president, West- 
inghouse Electric & Mfg. Co., has an- 
nounced the formation of a Rural Elec- 
trification Department under the direc- 
tion of G. A. Sawin. At present the de- 
partment will be represented by two 
field men, B. P. Hess and R. L. Pleak, 
both agricultural engineers with wide 
experience in rural problems, 

Mr. Hess will have his headquarters 
at East Pittsburgh and will cover the 
eastern and southeastern states. Mr. 
Pleak will be located in Chicago and 
will be responsible for the northwestern 
and southwestern sections. Their en- 
tire time will be devoted to promoting 
the use of electricity on farms. They 
will also make periodic visits through- 
out their territories to private or public 
bodies interested in rural electrification. 


Roach-Appleton, All-Steel-Equip 
Combine Sales Forces 


The Roach-Appleton Mfg. Co., South 
Bend, Ind., and the All-Steel-Equip 
Co., Aurora, Ill., have combined their 
sales organizations and will market 
their lines of conduit fittings, cabinets 
and boxes under the combined Raco- 
All-Steel trade mark. 








+ Attending Open House at the new quarters of the Mill Power Supply 
Co., Charlotte, N. C. On the left is George Wilkinson, assistant sales man- 


ager of the company. 


In the center stands M. S. Starr, Line Material Co. 


C. H. Dry, assistant purchasing agent, Cannon Mills, is the gentleman on 


the right. 
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J. J. Madden, affiliated with Roach- 
Appleton for many years, is in charge 
of sales, assisted by Ralph F. Hirsch- 
man, for the past eight years connected 
with All-Steel-Equip. 


McGraw Electric Issues Manual 
For Wholesale Salesmen 


The Waters-Genter Division, Mc- 
Graw Electric Co., has issued to Toast- 
master distributors and their salesmen 
a manual on wholesale selling of elec- 


trical supplies and appliances, pre- 
pared by Business Training Corp. The 
140-page book, titled “The Sales- 


master,” has already been issued on 
request to approximately 4,400 sales- 
men out of an estimated potential en- 
rollment of five thousand. 

The manual was prepared after an 
extensive field survey to determine the 
most practical methods of increasing 
wholesalers’ sales to retail electrical 
dealers, and aims to help distributors 
get a larger share of the rapidly grow- 
ing market for all types of electrical 


appliances. 
a 


Richardson, Crosley Sales Head, 
Announces Resignation 


Howard E. Richardson, for the past 
two and one-half years general sales 
manager of the Crosley Radio Corp., 
Cincinnati, announced his resignation, 
effective March 31. 

Mr. Richardson states that this move 
is made with a view to returning to 
the distributing field in which he has 
had many years of experience with 
some of the nation’s leading lines, in- 
cluding radios, refrigerators and wash- 


ing machines. 
a 


Former Bond Executive 


Joins McGraw-Hill 


Fay Keyler, formerly advertising and 
sales promotion manager for the Bond 
Electric Corp., has joined the McGraw- 
Hill Publishing Co. He is on the sales 
promotion staff of Electrical Merchan- 
dising, Radio Retailing and Electronics. 
Mr. Keyler has been associated with 
O. S. Tyson & Son, Inc., W. L. Rickard 
& Co., and L. H. Waldron advertising 
agencies; also Western Newspaper 


Union. 
a 


New Agents for Wolverine 


Recent appointments of sales repre- 
sentatives by the Wolverine Tube Co., 
Detroit, include: A. C. Tomb, Mans- 
field, Ohio, covering Ohio, Indiana and 
parts of Kentucky and West Virginia; 
Earl L. Miller, Rochester, who travels 
in New York state outside the metro- 
politan area, and J. C. Neville Co., 
Kansas City, covering western Missouri, 
Kansas, Nebraska, lowa and Oklahoma. 
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PREFERENCE FOR G-E 


s'.V: 40): WV), 1-9 om oto, 


WITH MOTORS FOR 


YOUR APPLIANCES? 





WHEN shown different brands of 
lamps, housewives in six different 
cities were asked: “If you were 
buying lamps, which of these 
would you accept?” 
In Cleveland 
93 out of 112 picked G-E MAZDA 
In Cincinnati 
77 out of 99 picked G-E MAZDA 
In Columbus 
49 out of 60 picked G-E MAZDA 
In Detroit 
65 out of 70 picked G-E MAZDA 
In Indianapolis 
70 out of 75 picked G-E MAZDA 
In Pittsburgh 
28 out of 61 picked G-E MAZDA 
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IMPLY THIS: these women—and millions more like them 

—who picked G-E MAZDA lamps are also the real appli- 
ance buyers of the country. These shrewd purchasers are “fed 
up’ on “bargains” that prove not to be bargains—they're now 
buying high-quality merchandise. 


The G-E monogram means high quality to them — whether it 
is on a lamp or on a motor. And because it does, they associ- 


ate additional quality with an appliance that is equipped with 
a G-E motor. That's why G-E motors WILL HELP YOU SELL 


APPLIANCES—why they will lower your selling costs and 


increase your profits. 
Can you afford mot to avail yourself of this sales appeal? 


General Electric, Dept. 6B-201, Schenectady, New York. 


070-119 














HIGH 








WATER 936-—-. SS 


+ Believe It Or Not. Visitors to this Pittsburgh gas station don’t have to 
take the attendant’s word for it when the subject of the flood comes up. 
Even before the station was reconstructed, the management had the neon 
tubing installed to indicate the high water mark. 





Erickson Directs Radio Sales 
For Fairbanks Morse 


Parker H. Erickson, for several years 
sales promotion and advertising man- 
ager of the Zenith Radio Corp., has 
been appointed radio sales manager of 
Fairbanks Morse, according to an an- 
nouncement by W. Paul Jones, general 
manager of this manufacturer’s appli- 
ance division. 


Radio Manufacturers 
To Meet Next Month 


The 12th annual convention of the 
Radio Manufacturers Association has 
been announced for Thursday and Fri- 
day, June 18-19, at the Stevens Hotel, 
Chicago. H. S. Wells of Chicago is 
chairman of the convention committee. 


. 
New Simplet Representative 


A. 5S. Merrill, treasurer, Simplet 
Klectric Co., Chicago, has announced 
the appointment of two sales representa- 
tives on the Pacific Coast: Hodges & 
Glomb, San Francisco, and the Asso- 
ciated Sales Engineers, Los Angeles. 
Both representatives will carry com- 
plete stocks of Simplet fittings. 

. 


Eagle Transfers Greenberg 


The Eagle Electric Mfg. Co. of 
Brooklyn, announce the transfer of Sol 
Greenberg from the Middle Western 
territory to New England. 

® 
Sales Training Booklet 
For Refrigerator Dealers 


The appliance and merchandise de- 
partment of General Electric Co. has 
prepared a 20-page booklet on sales 
training for department store employees 
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engaged in selling electric refrigerators. 
It is available through R. C. Cameron, 
in charge of department store activities 
for the specialty appliance sales divi- 
sion, at Nela Park, Cleveland. 


Obituary 





Theodore Beran 


Theodore Beran, 73, manager of the 
New York District of the General Elec- 
tric Co. from 1904 until 1928, and a 
commercial vice-president for two years 
prior to his retirement in 1928, died at 
his New York City residence, April 3. 


He had been with the General Electric 
organization and its predecessors for 
39 years. 

Born in Springfield, Mass., Septem- 
ber 16, 1862, Mr. Beran received his 
A.B. degree from the College of the 
City of New York in 1881. He was 
employed by the Sprague Electric Rail- 
way and Motor Co. in New York in 
1889 as assistant to the manager. When 
that company was consolidated with the 
Edison General Electric Co., and the 
latter merged with the Thomson-Hous- 
ton Co. to form the General Electric 
Co., he continued with the organization. 

From 1901 to 1903, still connected 
with General Electric, Mr, Beran was 
assigned to the British Thomson- 
Houston Co. to organize its commer- 
cial department. Then he became as- 
sistant to the General Electric New 
York district manager until 1904, when 
he became the district manager. Mr. 
Beran was elected a commercial vice- 
president of the company in 1926. 


H. P. Birckmayer 


Harry P. Birckmayer, for the last 
three years, electrical and development 
engineer for the Saylor Electric 
Products Corp., died March 31, in 
Harper Hospital, Detroit. He had been 
ill for several months and part of this 
time was spent in Battle Creek Sani- 
torium. Mr. Birckmayer had been as- 
sociated with the Wiremold Co., Hart- 
ford, Conn., before coming to Detroit. 
He was 45 years old. He leaves his 
wife, Mildred; two sons, Stanley and 
Phillip; a sister, Mrs. George Ewing 
and two brothers, John and William 
Birckmayer, Jr. 








+ Electric Switches Go On Tour. 


oS 


ELECTRICS QuiPwen 


WATIONAL SAFETY SWITCH TOUR 


‘we Ps 





The Square D Co. of Los Angeles has 


joined the movement to take their stock and sample room to the customer 
with this ingenious traveling display truck. According to A. A. Schueler, 
sales manager, the truck provides a means of assisting the wholesalers to 
display and demonstrate externally operated switches, controllers and other 
equipment to the contractors right at their own place of business. Sides and 
top of the coach expand when the display is in use and contract or telescope 
to conserve room when the truck is traveling. Richard Russell, junior sales- 
man, is touring the entire Western states with the display. 


ELECTRICAL WHOLESALING — May 1936 











TRICO products will strengthen your relations with dealers, build your volume, add to your 
profit, make new customers and increase your prestige. The name TRICO is established and 


investigate this line NOW. 


COLORTOP FUSES 
SELL because they TELL 


All colored shock-proof top— 
customers know size by the color. 
A different color for every size— 
easy selettion—quick inspection— 
instructive to user. Cadmium 
Plated metal parts prevent corrosion and insure bet- 
ter contact. Outstanding plus values that make 
quick sales—5-unit cartons—7 color counter display 
box—each fuse has new Underwriters’ Label. 


CLAMPS 


for FUSE CLIPS 


Effect a great saving when installed 
on both new and old fuse clips. 
Wherever installed they have elimi- 
nated replacement re fuse clips 
burnt fuses, arcing at contact an 
unnecessary Watt Loss. Your cus- 
tomers will appreciate the suggestion to use 
KLIPLOK Clamps—built to last indefinitely. It’s a 
hot item to show. 


“UD - PULLERS 


For safe and efficient handling of 
fuses and adjusting switch and cut- 
out clips. Eliminates all risks of 
shocks, burns, infection, etc. 
Strong, rugged, laminated construc- 
tion. Five times as strong as solid 
milled pullers. Fits all makes of 
fuses. Made in 4 sizes. Every fuse 
box should have one. 


“KANTARK” 
LD FUSES 


These high grade one-time fuses are 
furnished in all standard sizes. Designed 
for cool, efficient operation. Heavy brass 
caps. Genuine vulcanized fibre tubes 
(not paper). Accurate and dependable—finest qual- 
ity and workmanship throughout—tested in all 
sizes by Underwriters’ Laboratories. 
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year after year. 


the products are known for quality. The brief description of the products featured here tells 
why users approve TRICO. It seems but a smart business move for Electrical Wholesalers to 





Renewable 


FUSES * 


These fuses give accu- 
rate, safe, efficient protection 


Your customer is assured that the 

possibility of “foreign” links finding their 
way into fuse casings will be definitely elimi- 
nated and that the so-called practice of “doubling up” 


will be discontinued. These conditions are 


costly, dangerous, inefficient, and are the cause of many 
unnecessary shutdowns. Customers are always sure of 
obtaining the correct replacement elements from your 
With the many superior features TRICO pro- 
vides, it also includes safe, pre-determined Time-Lag. 


firm. 


Your salesmen have something to “shout about” 
when selling TRICO Renewable Fuses with non- 
interchangeable tamper-proof elements. 








ZB 


ey 


*» Only modern, visible, con- 


OPTO-MATIC 
LUBRICATORS 


stant-level lubricator for 
ring and ball bearings 
having micrometer level 
adjusting device for quick 
installation and accurate 
level adjustment. Saves 


oil and time—ends bearing troubles 


—reduces 


motor burn-outs. Gives 


your dealers many talking points— 
gives users many advantages. 


FU 


~ 


err. K 


MILWAUKEE 





oe 





“DRIP-DROP” 
OILER 


For solid, wick, or waste 
packed bearings. Can be 
used for thousands of ap- 
plications. Saves oil, time, 
and worry. Neat, com- 
pact, visible, automatic, 
economical, dependable, 
and inexpensive. Avail- 
able in three sizes. A 
profitable, much-in-de- 
mand item for dealers. 


Co. 


WISCONSIN 














































AROUND THE WORLD BRYANT SUPPLIES 


Control + Protection - Convenience 
...1n the use of Electricity 


2... familiar old adage 


about the home built upon 
sand and the home built upon 
rock dramatically portrays the 
vital importance of a sound 
foundation. It is as true today 
as it was years ago... . and in 
these modern times with the 
many marvels of electricity an 
every-day experience, the engi- 
neering and manufacturing skill 
of The Bryant ElectricCompany 
play a dominant role in the de- 
pendable and lasting frame- 
work of electrical convenience. 
While Bryant Wiring Devices 
play a less spectacular part, the 
efficiency and precision of these 
products are vitally essential to 
ultimate satisfaction and per- 
formance of the electrical con- 
veniences and necessities in 
daily use throughout the world. 
To modern builders and design- 
ers, to men who must recognize 
quality and dependability in the 
materials they use, the name 
“Bryant” means a superior wir- 





ing device. 


BIR WAIN TT: 
WY) suPeRIorR WIRING Devices {J 


THE BRYANT ELECTRIC COMPANY - BRIDGEPORT, CONNECTICUT 
NEW YORK: 100 East 42nd St. * CHICAGO: 844 West Adams St. - SAN FRANCISCO: 325 Ninth St. 
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New ver S Retail Store 


: Homes | Modernization 








SALES 
Commercial Household 
Lighting Appliances 
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250.000 New Homes— 


Will They Be 


Adequately Wired? 


THIS YEAR’S MARKET 


220,000 New Homes Costing 
Under $7,500 


Cost of Electrical Materials 





If Adequately Wired ........... $22,346,000 
If Wiring Is Minimum ......... 5,586,000 
The DIFFERENCE ........ $16,760,000 





ACCORDING to the American Builder from 750,000 
to 1,000,000 new homes per year will be required for 
the next 10 years to overcome the existing housing 
shortage. The 250,000 to be built in 1936 are only 
the start of this revival of home building. 





30,000 New Homes, Costing 
Over $7,500 











Cost of Electrical Materials 


If Adequately Wired ........... $15,200,000 
If Wiring Is Minimum ......... 4,750,000 
The DIFFERENCE ........ $10,450,000 

& 





Adequate Wiring Must Be Sold 
Otherwise Electrical Wholesalers Will Lose $27,210,000 of Potential Sales in 


1936 and, in the following years, their loss will be between 50 and 75 million 
dollars annually. 


Five Sales Targets For 1936 






















Modernizing Main Street 


Merchants Are Learning 





“it Pays To Modernize” 


TuIs YEAR thousands of smaller merchants are plan- 
ning to follow the examples of their larger competi- 
tors. The National Retail Dry Goods Association re- 
ports a definite trend towards modernization—especi- 
ally new lighting and air conditioning—in all parts of 
the country. 


TRADE PAPERS serving the retail field are telling their 
readers that “Modernization Is A Good Buy.” For 
several months the “Retail Ledger” has devoted from 
6 to 8 pages each month to Store Modernization. The 
“Merchant’s Record” recently published a_ special 
Store Modernization Issue. 








In 1934 and ’35 the big stores set the pace—Marshall 
Field and Carson, Pirie in Chicago; Hearns and Saks 
in New York; Fox in Hartford; Taylor in Cleveland ; 
Robinson and Bullock in Los Angeles; Frederick & 
Nelson in Seattle; Hayden in Omaha; Loveman in 
Birmingham ; the 30 stores in metropolitan New York 
operated by the Hanscom Baking Corp., and the 96- ® 
store shoe chain of Thom McAn—all spent huge sums 

for modernization, 


PLATE GLASs manufacturers are aggressively pro- 
moting new store fronts, which require new lighting 
and wiring, and their sales are hitting an all-time high. 








Last MonTH, a state-wide campaign to “Modernize 
Main Street” was launched in 67 communities in New 
Jersey, sponsored by FHA and manufacturers of na- 
tional prominence. 


Nearly two-thirds of the stores in the United 
States are in need of modernization to the 


extent of 
One Billion Dollars 
and 


This Market Is Active Now 





Five Sales Targets For 1936 
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The consumer’s confidence in a product is its best salesman. ... The seller’s confidence 


in a product makes him a better salesman....Confidence is the stuff of which success 


is made. ... Know your product, know its worth, prove its value—in other words, 
establish confidence and you have the secret of success....There is no substitute for 
confidence. ... There is no substitute for Safecote. ...Safecote has the consumer’s 
confidence; it has the seller’s confidence—a confidence backed by the leading wire 
manufacturers. ... Safecote wire must be built to Safecote standards: flame retarding; 


moisture resisting; fishable, slick finish; fadeless colors.... Every foot must be tested.... 








no substitute tor 


oniidence 











The Safecote Laboratory, guarding these 


U.S. LETTERS PATENT NUMBERS: 
1,635,829 1,772,436 1,765,000 


protection. ... Build your business upon 1,796,406 1,410,780 semen 


OTHER PATENTS PENDING 


Safecote standards—Safecote confidence. LOOK FOR THIS TRADE MARK 
INSIST UPON GENUINE SAFECOTE 


standards, is at your disposal for your 


SAFECOTE PERFORMANCE SPECIFICATIONS 
AVAILABLE UPON REQUEST. 





3EORGE C. RICHARDS, LICENSOR’S AGENT—155 EAST 44TH ST., NEW YORK CITY 








Acc YRDING to a survey made in 1935 by 
Charles D. Poey, manager of the lighting bureau of 
the New York and Queens Electric Light and Power 
Co., 85 per cent of industrial plants are using obso- 
lete reflecting equipment. On the basis of these 
figures, industry offers a tremendous market for the 
sale of new lighting equipment. 


A 


Sars of mobile loaders and scrapers to the coal 
mining industry jumped 54 per cent last year over 
1934. Gains for the first two months of 1936 are 
reported to be far beyond those in all of 1935. 


Sa 


Mopernization of the textile industry 
brought sales of new equipment in 1935 to the 
highest mark since 1929. Sales were up 90 per cent 
from the low mark in 1932. According to a survey 
by Textile World, 86 per cent of the machinery and 
supplies manufacturers who responded anticipate 
new high marks in 1936. The average improvement 
expected was 11 per cent. 


—_———_@————_ 


Macurwe tool orders for the first two months 
of this year were 93 per cent ahead of the same 
period of 1934. 


—_—_g——_—_ 


Ficvres on industrial building also reflect plant 
modernization and expansion. According to Engi- 
neering News-Record, construction in the first two 
months of 1936 was more than double that of a 
year ago. 


- 
Estimates of the latest replacement market in 
industry vary from $16 billion to $40 billion. Of 
this total, replacement possibilities for electrical ma- 
chinery represent possibly $6 billion to $124 billion. 
With the market due to open up at an even faster 
pace in 1936 than 1935, the possibilities for the sale 
of electrical equipment to industry this year are 
greater than at any time since 1929. 


Industrial Purehasing 
Sets 


Five Sales Targets For 1936 
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Huge Replacement Market Offers Real Selling Opportunity 


Practically every new piece of machinery installed in an 
industrial plant calls for some new electrical equipment. 
Panelboards and controls, fuses, wire and frequently new 


lighting are among the chief sales passibilities. 





Orders for Industrial Machinery 
as compiled by American Machinist 
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Ready To He Sold 


Better Seeing 


113,962 Schools 


Stupies in the direct relation of poor lighting to 
backward children are focusing attention on the 
need for relighting in the schools. With municipali- 
ties recovering from their financial difficulties, more 
and more schools are planning on modernization. 


350,000,000 Sq.Ft. Office Space 


AccorDING to a recent survey by Buildings and 
Building Management, light stands second only to 
redecorating among the modernization plans of 
owners and managers for 1936. A study by the 
University of Chicago revealed that 53 per cent of 
the offices were inadequately lighted with 26 per cent, 
having less than half the amount needed to meet 
minimum standards. 

















1,400,000 Hotel Rooms 


THE STATLER chain has found the public so light 
conscious that the recent relighting of all of their 
hotels is being used as a major part of their adver- 
tising campaign. 


EE 


These Three Large Markets 
Are Ripe 
For Immediate Sales Effort 


after 2 years of effective Better Light-Better Sight 
promotion. 





Five Sales Targets For 1936 































Appliance Sales 


\ppliances | Are Headed For 


a _ New Peaks in °36 































5,500,900 | P Rapio—Government excise taxes for February 

? , , ie . "te 

o jumped 50 per cent ahead of February °35. Indica- 

5,000,000 Pi tions point to at least a 15 per cent increase in 1936 
, over last year’s all-time record. 

4,509000 > REFRIGERATORS—Reports of a number of leading 
manufacturers for the first two months of the year 
show gains ranging from 60 te more than 100 per 

4,00qnee cent. Government excise tax reports show similar 
large increases. One manufacturer reports an in- 

3500000 crease of 556 per cent in unfilled orders. If these 

3 trends continue, the industry’s goal of 2,000,000 units 
D 3000000 will be far surpassed. 

0 7 P Vacuum CLEANERS—The large number of new 

= 2500p00 | | / homes planned for this year plus the tremendous 

2” / replacement market assure another substantial in- 

F crease in vacuum cleaner sales this year. 

ae | ws P WasHeErs—Shipments for February were the 

Refrigerators - ff largest for that month in the history of the industry. 

1,509,000 — = Gains for the year are conservatively estimated at 

goo" 21 per cent. 

1,000,000 > SMALL ApPLIANCES—Sales show steady improve- 

i ment. Manufacturers anticipate a 20 per cent gain 
ar | Washers over last year. 
500,000 7 | ° 
Cleaners 
1932 1933 1934 1935 1936 
Estimated 350 
P TRoNERS—Sales for the first two months have 300 


shown a marked increase over those of a year ago. 
They indicate that sales for the year will register 
close to a 50 per cent gain. 











250 


P RaNGEs—Sales history shows that every major 
appliance takes a decided upturn in sales after the 
first 1,000,000 units have been marketed, and the mil- 
lionth electric range has now been sold. The Electric 
Kitchen Modernizing Bureau, organized this year, 
should duplicate the successful record of the Re- 
frigeration Bureau. Sales which have already multi- 
plied more than four times in two years will make 
new records in 1936. 
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Units Sold, Thousands 
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Put Extra Sales Effort On Appliances 


and | | a 
1932 1933 1934 1935 1936 


Ride The Crest Of This Sales Wave Estimated 

















Five Sales Targets For 1936 






The Advertisers 
im this section 


and other pages 
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Believe In 
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The Homestead 


Electrical Wholesaler 
Hot Springs, Va. 





The manufacturers whose ex- 
hibits appear on the following 
pages, together with those using 
space elsewhere in this issue, 
extend their hearty congratula- 


tions to NEWA upon its return 
to Hot Springs. They Deserve 


May 4th to 7th 7 your 


Loval Support 





MANUFACTURERS’ EXHIBIT SECTIONS 
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The Effectiveness 
Criterion for Measuri 





X-Ray Reflectors used on ‘‘CurtiStrip.”” 


Mount X-Ray Reflec- YOU do not have to convince an executive 
sagt rete ol merchant, or school board, of the value « 
SN: Kor ; good lighting .. . today they all know it i 


indispensable in progressive organizations 


>. 
eed Bar > SS Whatever the modernization job the majc 
Wiring cana ys consideration is to achieve effective resul 
any switching arrange- with little inconvenience, at smali expen 


ment. ... Curtis lighting does this. 


@irti§trip Pt 
ae by Underotion Laberatetes aa os \ Ay 5 


is a simplified wiring 


channel and raceway. Also used 150 to 500 Watts 


with "LightStrip" units for Lumiline tht] pone \\\ | 
caateuaas vl & 7 \\ \N w) 


“Attraction-Zone" Reflectors concentrate 

the most light on the most important part 

of the show window. Modernize Main Street Golden | 
with "Attraction-Zone" Lighting! 
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Better sight with Curtis ““L'Or-Ray’”’ lighting. A merchandising ‘‘tragedy"’ . . . this old-style illumination . . . no sales appe@ Her ir 


PRINT IN B 




















Illumination 
iacessful Modernization 

your locality are many lighting "pros- 
cts" planning property improvements 
. today, more than ever, they are at- 
tive to new ideas. Sound them out. 
ert managers always buy quality equip- 
nt for economical efficiency. 


ways to achieve "modernization with 
ht" consult Curtis Representatives. 
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Design 1250 
“Edge-Ray" 


VU 


Luminaires distinctive. 


Ma ag 
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Curtis indirect lighting an important factor in this refurbished office 


Every method of lighting when properly employ- 
ing Curtis equipment is planned for “eye com- 
fort." X-Ray Reflectors are used for perfect light 
control in pendant luminaires (as above); in re- 
cessing above the ceiling (as below); concealed 
in coves, behind glass panels, above skylights! 


Three Sizes 


200 to 1500 Watts 


X-Ray Reflector recessed 
above ceiling. 


Artistic, scientific design, and skilled fabrica- 
tion, make the available group of Curtis 
X-Ray, Lunax (AI- 
zak), or Silvered bowl reflecting surfaces. 











———— 


ppea! ‘ter installing Curtis “Edge-Ray”’ lighting . . 
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IT IN BINDING 





. cheerful atmosphere . . 


. greater sales. Architectural applications of X-Ray Lighting. 








s Installation! 
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LUMILINE SYSTEM 
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C on ala 


NON METALLIC 





The conductors in CRESCENT 
METALLIC PARKWAY (TRENCH) 
CABLE are insulated with long-aging, 
special moisture-resisting rubber, perma- 
nently sealed against mechanical injury 
by tough, non-inductive armor tapes, and 
the sheath is filled and sealed with non- 
hardening asphalt. The cable is not af- 
fected by ground acids, alkalis or water, 
and is lighter, easier to handle, and less 
expensive than metallic parkway cable. 





Armored Cable Flexible Cords 


Building Wire and Cables 
Flexible Steel 
Control Cables 
Conduit 


Parkway Cable Lead Covered 
Power Cables Cables 











Stocks carried in principal cities 


CRESCENT INSULATED 
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~ CRESCENT 


VARNISHED — 


Varnished Cambric Insulated Cables 
allow high current loading, are suitable 
for operation at high temperatures, and 
have a higher factor of safety in dielectric 
strength than rubber insulated cables. 
For primary lines, in boiler and engine 
rooms, at switchboards, and for other spe- 
cial insulations, Crescent Varnished 
Cambric Insulated Cables give the utmost 
guarantee of continuous operation and 
safety. 


Magnet Wire Bare Wire 
Non-Metallic Sheathed Cable 
Varnished Cambric Cables 
Service Entrance Cables 
Wires and Cables to All Standard 


Specifications 





‘‘Forty-Seven years of Knowing How”’ 


__WIRE &CABLE CO. INC. 
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Easy Cleaning—Foolproof 
Assembly of Jefferson- 
Union Renewable Fuses 





Jefferson-Union Renewable Fuses 
offer extra life—extra value. One 
of the most important factors in 
the life of a fuse casing is cleaning 
—all volatilized link metal must 
be removed after blowing. 


There are no obstructions to 
cleaning in a Jefferson-Union Cas- 
ing. Smooth, no crevices, all traces 
of volatilized metal can be speed- 
ily removed. The fiber used—se- 
lected for toughness—is another 
reason why Jefferson-Union Cas- 
ings withstand repeated blowouts. 


Jefferson-Union Fuses are 
quickly re- 
newed—save 
shutdown 



























time. They are simple—few parts 
to handle. The fuse cannot be 
assembled wrong; the fuse assem- 
bly is properly aligned automati- 
cally. The fusible links are de- 
signed for speedy renewal—knife- 
blade link notched and ferrule 
type blade rounded at end for 


quick insertion. 








For Efficiency and Long 
Life—Jefferson Luminous 
Tube Transformers 





All Jefferson Luminous Tube 
Transformers above 5000 volt 
secondary incorporate the mid- 
point grounded, balanced design 
feature. This principle, pio- 
neered by Jefferson, gives more 
efficient operation and longer 
life than any other design ever 
developed. Made in types to meet 
all installation requirements, for 
outdoor or indoor service. 
Jefferson Transformers are the 
most widely used transformers 
for luminous tube lighting and 
sign work. 


















i. a) 


Sales 
Opportunity 
in Jefferson 

Transformers 


for Mercury Vapor Lamps 


The high efficiency of mercury 
vapor lamps has already developed 
a great deal of profitable modern- 
ization business. 
Jefferson Trans- 
formers for this 
work assure ex- 
ceptionally effi- 
cient operation. 
The full rated ca- 
pacity of the lamp 
is realized—consumption is low, 
particularly noticeable during the 
initial starting period—cool oper- 
ating temperatures are maintained 
even on Continuous service. 

Made in types to meet all instal- 
lation requirements. The two 
shown are—above, wall type, be- 
low, fixture or 
suspension typ 
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SSENTIALS 
® QUALITY... 


REPUTATION 


OR profitable selling of any product, qual- 

ity is essential. But quality alone is not 
enough. The buying public must know the 
product is good. Otherwise, the salesman 
has a double 


job to do. Sell the Savings from 
The quality of Jefferson Prod- | Jefferson Air-Cooled Transformers 
ucts is well known throughout the By permitting the operation of lights and small 110-V. 
trade. The Jefferson reputation appliances off of higher-voltage, low-rate power Circuits, 


for quality extends back to the be- 
ginning of electrification. And 
Jefferson Engineers have made 
more than their quota of contri- 
butions to the improvement in de- 
sign and performance of all types 
of small transformers and fuses. 


JEFFERSON ELECTRIC CO. 
BELLWOOD (Suburb of Chicago) ILL. 


Canadian Office: 535 College St., Toronto 








Jefferson Air-Cooled Transformers 
offer a profitable investment. Nearly 
always they reduce wiring and wiring 
maintenance by eliminating duplica- 
tion of circuits. Often this saving alone 
pays for the transformer. Incorpo- 
rating the vast fund of knowledge 
gained through decades of experience, 
fully enclosed, convenient to install, 
approved by Underwriters’ Labora- 
tories, these Jefferson Air-Cooled 
Transformers offer quality and repu- 
tation from which you can profit. 


JETFERSUN 
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Patent No. 1,962,876 


Knurled inside finish avail- 
able in ‘a’, 4 and 1" sizes 


% 


4 vey) 
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ELECTRICALLY 


@ The sweetest music in business is the song of 
the cash register. Whether the song is pianissimo 
or crescendo depends on the products you sell. 


Business is on the upgrade. Industrial plants are 
- WELDED - expanding and remodeling. Homes are being 
built. Public money is being spent for new buildings. All 
require electric wiring. All can be sold ELECTRUNITE Steel- 
tubes—to your advantage. 





This modern electric resistance welded electrical metallic tubing 
is easy to install—light in weight, easy to cut and bend, requires 
no threading, only three simple fittings required for any job. 
It is easily adapted to existing threaded conduit installations. 
It affords adequate electrical and mechanical protection. It 
makes wire pulling approximately 30 per cent easier. With 
all necessary fittings, it costs less than threaded conduit. And 
it has been given wide approval for all types of buildings. 


You can make more money—if you stock and sell genuine 
ELECTRUNITE Steeltubes. It costs no more than other brands. 
If you qualify as a legitimate electrical wholesaler, write us for 
full information. 


Electrical Division 


Steel and [ubes /zc. 


WORLD'S LARGEST PRODUCER OF ELECTRICALLY WELDED TUBING 


CLEVELAND ...OQOHIO 


SUBSIDIARY OF 




















LREPUBL 
WM stece | 


CORPORATION 


wv 
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THE SALESMAN SAYS: 


I am certainly glad we are hand- 
ling the Benjamin line. I find it 
a lot easier to sell because my 
trade is familiar with it. And, 
whenever I need it, I am always 
sure of getting help from 
the Benjamin man. 


THE SALES MANAGER SAYS: 


Your right: and our records show 
Benjamin to be a fast moving line 
that brings the house a g 
profit. And another thing I’ve 
noticed is how the Benjamin line 
helps to sell a good many 
other items too. 


THE CONTRACTOR SAYS: 


I like to use Benjamin lighting equipment on my 
jobs because my wholesalers carry it and I can al- 
ways get the right reflector for any lighting job. 
And, what’s important to me, my customers are 
always satisfied with Benjamin Reflectors and 
Floodlights I install for them. 


/d BE 
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Floodlighting gasoline serv- 
* ice stations offers a_ re- 
markable sales opportunity at this 
time when spring paint-up and 
clean-up activities are under way. 
Benjamin “Duo-Service” Flood- 
lights are recognized as the stand- 
ard for service station floodlight- 
ing. 


Floodlighting Outdoor 

Sports Areas with the Ben- 
jamin “Play-Area” Floodlight will 
create many profitable sales this 
year. At this season softball 
fields, more than 250 of which 
have been Benjamin floodlighted 
within the past two years, offer 
outstanding sales opportunities. 


The present active interest 
* among industrial plants and 
others in the new High Intensity 
Mercury Vapor lighting is met by 
Benjamin with a complete line of 
lighting equipment and flood- 
lights for both the 250 and 400- 
watt High Intensity Mercury 
lamps. What and how to sell are 
shown in the new Benjamin Mer- 
cury Vapor Bulletin. 


Benjamin Industrial Sig- 
* nals are almost universally 
used in industrial plants through- 
out the country for paging sys- 
tems, and now, with the new and 
inexpensive Kode-Kall,open many 
new fields for sales of Howlers, 
Buzzers, Bells, Chimes and Sirens. 






Benjamin’s complete lines 
* of No-Fuze Circuit-Breaker 
Panelboards, new Safuswitch Pan- 
elboards and the new Residence 
Panels, offer particularly profit- 
able opportunities for new sales 
at this time which merit your con- 
sideration and investigation. 


Two wires may look the same but analysis would 
prove one of them to be of vastly superior quality. 
Paranite prides itself in making only the highest 
grade Safecote Wires and Cables. 











PARANITE 


“THE STANDARD OF QUALITY’ 
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ESSEX WIRE CORPORATION, Detroit, Michigan 














SAFPECOTE eee e ss AND CABLES 


ARE ALWAYS 
More Thon Code Rey uires. ® 


When you handle Paranite Safecote Wires and Cables 
you can be assured you are supplying your customers 
with the finest. 


For more than 40 years Paranite has stood for quality— 
a quality second to none. The slogan ‘““More Than Code 
Requires” means just that. Paranite is not built to mini- 
Foolbbeel) olsrenbelor-hale)el-moltian a-ha els) amthomaemasl-mobtcael-iareperliiaa 


1GoWe-Velebhaleyemcomenet-Ubha am at-ba-bebhacM-ah ccm colemr-Mmereyoete)(-ia-m beets 
You can get all your Wire and Cable requirements from 
Paranite—all of which are “MORE THAN CODE 
REQUIRES.” | 


|G aasZole Ue- ba -me oles aml ot-bolelbbot-am ot-ba-bebin-ie ele), ambeot-hiamu,-mn-lel 4-4-1. 
you investigate the line — Your trade will appreciate 
Paranite. 


If It's PARANITE It's Right 


PARANITE WIRE & CABLE CORP. 


JONESBORO, INDIANA 


Division of 
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Established markets 
demand up-to itch control: Electric 
Sign — Disple _ —- Lighting—Oil 

Burner — Auto: Astoker — Ventilation —Traffic 


Lighting—etc., 













A "KNOWN" \WALUE—Sangamo Time-Switches 
and Flashers are & "known" value. They are adver- 
tised in leading national trade magazines, reaching 
the electrical industry, sign manufacturers, oil 
burner field, etc. 
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SPRINGFIELD, ILLINOIS, JU. S. A. 


LA | 





DEALER POLICY 


A policy of "fair break""—A policy of pro- 
tected distribution—A policy of substantial 
profits for both wholesale and retail dealers. 


A COMPLETE LINE: 


Type TC. Electrically wound—full jeweled escapement 
—for either alternating or direct current. 


Type TW. Moderately priced, direct current Time-Switch. 
Form VS Synchronously motored—equipped with omit- 
ting device—for controlling signs or window lighting. 


Form VW Electrically wound with 10 hours reserve, and 
omitting device—for window lighting. 


Type K Synchronously motored—without omitting device. 


Form VSO—VS Switch for outdoor installation. 

Type TCO. TC Switch for outdoor installation—supplied 
with or without window. 

Type TCZ. TC Switch equipped with “astronomic" dial 
for window lighting. 

Form VSZ. VS Switch equipped with "astronomic”™ dial 
—for window’ lighting. 


Form VS or VW Time-Switch combined with Flasher, in 
various combinations, will produce any flashing effect 
or time-switch control desired. 


Model 3 "off and on" flasher fills the need for a small, 
inexpensive but dependable flasher. 

Model 2 "Chaser" flashers—may be installed inside 
sign, reducing installation cost. 


Model 6-6164 Contactor to supplement time-switches 
and flashers for larger current circuits. 
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““MORE POWER” 


. . . to the wheels of industry .. . 


Vastly superior, in design, efficiency and dependability, and fully capable of shouldering the greater responsibility that 
modernized electrical equipment has placed upon them, are these new Sola power, signal and control transformers. Every 
detail of their construction has been governed by the widespread improvements that have marked the recent progress of the 
electrical industry. 

Foremost among the features that characterize this new line are their conservative ratings. They may be operated at full 
capacity without over-load and, unless otherwise stated, are intended for continuous service. With the elimination of super- 
fluous bulk and weight, less space is required for installation, handling has been greatly facilitated and labor and installation 
costs reduced to a minimum. 

These are the transformers that the electrical industry has demanded—Sola, as usual, has been quick to respond. The 
enthusiastic reception of this new line by architects, contractors and engineers has more than justified the months of exhaustive 
research that preceded their introduction. 
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BUILT TO CONFORM WITH ALL REQUIREMENTS OF NATIONAL BOARD OF FIRE UNDERWRITERS 








SIGNAL 
CONTROL 


for all industrial applications 


SOLA ELECTRIC CO. 
2525 Clybourn Ave., Chicago, Ill. 


Please send illustrated circular and price lists of new 
air cooled Power Transformers. 
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Or 
) Electricians 


,CONOMY in the electrical field de- 
mands the maximum in quality. First 
cost is of secondary importance compared 
with long life and satisfactory service. 
This is why public utilities and good elec- 
tricians everywhere demand the finest in 
pliers—this finest is Kleins. Klein Pliers, 
because of their super quality and super 
strength are helping to do a better job 
faster—with greater safety. An adequate 
stock of Klein Pliers of the more popular 
styles means an increase in sales for you 
and a bigger profit as well. Klein quality, 
“since 1857.” 








i & Sons 
Established 185/ 


3200 BELMONT AVENUE 
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Are YOU interested in 


re profi 


As a salesman you have a responsibility beyond “just 
making calls”; your effectiveness is measured by your 








ability to serve your customers. There is no surer way to 








do this than by selling products that already have high 





acceptance. Burndy Electrical Connectors are recognized 
as the standard of the industry wherever electrical con- 


nectors are mentioned because: 


They are carefully and correctly engineered 
They are manufactured from the finest materials 
They eliminate hazards and minimize waste 


They save time and money 


Picture an organization whose every effort is devoted en- 
tirely to the manufacture of electrical connectors... over- 
head, underground, indoors, outdoors! Behind it are years 
of study, design, and manufacture for a critical market... 
the reason why “you get it first from Burndy.” If you appre- 
ciate a quality product, plus the ability to serve, you'll 
enjoy selling Burndy Connectors. Many distributors have 
already decided that Burndy is the best bet for connectors 
that give complete satisfaction; a satisfied customer means 
repeat business and more profit per call. Check up now; 
see that your sales book has all the latest data. Send the 
coupon below; we will see that your name is put on the 


Special Jobber Salesman List for new sales information. 















Burndy Engineering Co. inc. 
305 East 45th Street, New York 


Put my name on your Special Jobber Salesman List. 


NAME 





HOME ADDRESS. 





ape % 


CITY AND STATE 





COMPANY NAME 
(Attach this to your company letterhead) 
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PANTHER and 
DRAGON Tapes 


| Pp ANTHER and Dragon Friction 

and Rubber Tapes are outstand- 
ing among commercial tapes because 
they are backed by the reputation 
and experience of the Okonite Com- 
pany, for over half a century a leader 
in the insulation field. This accounts 
for such features as longer life, 
greater tensile strength and adhesive- 
ness, distinctive green cores, and for 
the Cellophane wrapping sealed 
around each roll. 
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NOW IS THE TIME 


TO STOCK 
THIS BETTER CONDUIT 








“ELECTRICTUBE” szecre 


HOMOGENEOUS 
ICAL METALLIC TUBING 





“ELECTRICTUBE” is made of best quality 


open hearth steel cold rolled strips, uniform in re- 
quired gauge with both surfaces extremely smooth. 
The steel strips are fabricated into tubes perfectly 
circular in form and homogeneously electrically 
welded without interior or exterior ridge or 
groove at seam; tubes are accurate exterior diam- 
eter insuring satisfactory use of any standard 
dimension threadless fitting; interior diameter 
same as standard rigid steel conduit pipe of same 


nominal size. 


**ENAMELKOTE” 

Is coated outside and inside with 
high grade black enamel, properly 
baked to insure adhesion to pipe 


wall, and sufficient flexibility to 
prevent flaking in bending. 


CUTS, BENDS AND THREADS 
EASILY 


Thread ends are protected by Steel 
—fibre wedge Protectors. Inside of 
tube enameled so as to permit ease 
in pulling of wires. 











| 





“GALVAKOTE” 


Exterior surface, and threads 
coated with zinc evenly deposited 
by electro-plating process in quantity 
to withstand more than four dips of 
Preece Test in regulation copper sul- 
phate solution. 

Bonds with concrete. 

Interior smooth surface entirely and 
evenly coated with best quality black 
enamel properly baked to prevent 
flaking or stickiness. 

Furnished also with transparent 
enamel coating on both exterior and 
interior surfaces if so ordered. 


MANUFACTURED BY 
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‘“ELECTRICTUBE”’ bends easily and 
ends flange without breaking or fracturing; 
tubes are straight with ends square cut and 
free from inside or outside burr; metal cap 
is applied to each end to prevent damage. 








“HOTKOTE” 


Exterior and interior surfaces 
smoothly and evenly coated by hot 
galvanizing process. Coating will 
withstand more than (6) six dips of 
Preece Test and is of a content of 
more than 1.25 oz. of zinc per sq.ft. 
of surface. 

Interior surface coated with black 
enamel on top of galvanizing, which 
allows easy pulling of wires. Outside 
surface is extremely smooth and 
bonds easily with concrete. 

Furnished also with transparent 
baked enamel coating on both ex- 
terior and interior surfaces if so or- 
dered. 
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Vl akes 
S-M-O-O-T-H 

OLD-FASHIONEDICE CREAM 
IN ELECTRIC REFRIGERATORS 


Makes 


EXTRA PROFITS FOR YOUR 
DEALERS 


It’s not only new—it’s a sensation! Every modern house- 
wife using electric refrigeration wants it—this time-tested 
modern way to make smooth, delicious frozen desserts in 
electric refrigerators. Since its introduction we’ve received 
more inquiries about the Iceless Freezer than from any 
other product we’ve ever brought out. There’s nothing else 
like it—no cutting into or replacing any item you’re now 
handling. It’s a “natural” for extra volume and profit. 


19,000,000 ADVERTISEMENTS 


We are backing the Iceless Freezer with an extensive pro- 
motional campaign. The backbone of this effort will be 
National advertising in leading magazines. The Saturday 
Evening Post, Woman’s Home Companion, Better Homes 
and Gardens and American Home will carry more than 
19,0000,000 consumer sales messages. We also supply a 
full array of Dealer helps—window and counter displays, 
recipe booklets, folders and mats for powerful advertise- 
ments in your local newspapers furnished Dealers free on 
request. 

Trade paper advertisements and direct promotional material are 
telling more than 50,000 Dealers about the profit possibilities of 
the Iceless Freezer. Urge your Dealers to place their orders NOW. 


Cash in on the demand being created for the hottest item of the 
iceless age. 


HAMILTON BEACH CO., Racine, Wis. 
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TRADE MARK 


A COMPLETE LINE OF COMMUNICATION EQUIPMENT 
TELEPHONES ~_.. .. . Private Systems for Offices, 


Factories, Schools, Residences. 


tems for Schools and Institutions. 


SOUND EQUIPMENT... Amplifiers, Micro- 
phones and centralized Radio and Amplifer 
Systems including the new “UNIFIED” Sound 


and Telephone System for Schools. 


ANNUNCIATORS . . . Flush and Surface Types 


in all-metal cases. 


APARTMENT HOUSE... Mail Box and 
Telephone Equipment featuring the new speaker 


type suite phone. 


STAPLES Sole Manufacturers of the Wok. Insulated Staple and the 
r RA wa “Number 200” line of Telephones. 


a 


4 a) S. H. COUCH COMPANY, Inc. 


Established 1894 


NORTH QUINCY, MASS. 
Sales Offices in Principal Cities 


COUCH ve LLU bl ARE SOLD Ei ee 
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Every ‘‘call’’ means money 
in your pocket when you hold 
cards like these— 














- and every call means PROFIT 


when you stock and sell 





SILV- A-KING 


LIGHTING 
EQUIPMENT 








HIGH EFFICIENCY PORCELAIN ENAMELED 
INDIRECT LUMINAIRES 








INDUSTRIAL 


Glassteel units, highly effi- 
cient and easily cleaned. Fin- 
ished with three coats of 
highest grade porcelain 
enamel, white inside and 
outside. 





FLOODLIGHTS 


Manufacturing a complete 
line of quality floodlights, 
both outdoor and indoor, 
suitable for every commer- OPEN | 
cial and industrial use. TYPE CLOSED TYPE 


FULLY ENCLOSED 
UNITS 


Vapor-proof fixtures, 
with or without reflec- 
tors. —— construc- 








, g approved 
E. ‘a tandards for 
it locations. 


Conduit holes fully 
tapped, assuring easy 
installation. 





WRITE FOR CATALOG 





BRIGHT-LIGHT REFLECTOR COMPANY, inc. 


MORGAN & METROPOLITAN AVES., 


BROOKLYN, N. Y. 


Atlanta = Boston - Chicago - Cleveland = Detroit = Dallas - Kansas City = Los Angeles - Minneapolis 


Pittsburgh - Portland, Ore. 


- St.Louis = San Francisco 





70 


ELECTRICAL WHOLESALING — May 1936 





en eee 


ELECTRICAL WHOLESALERS 


We Have Combined the Selling Organizations of: 
THE ROACH-APPLETON MANUFACTURING CO., 
and ALL-STEEL-EQUIP COMPANY, INC. 


Now—under the combined trade-marks “RACO” 
and “A-S-E” the wholesaler is offered the most 
complete line in the field—including: Switch 
Boxes, Outlet Boxes, Conduit Fittings, Fuse-Cabs, 
Cutout Boxes, and Cabinets. 


The history of each company is one of service to 


the Electrical Wholesaler. And to the ever- 
increasing patronage of the wholesaler, each com- 
pany owes its success. 


Raco—All-Steel representatives everywhere are 
eager to tell you what this combination means to 
YOU in increased co-operation, high quality 
standards, broadened lines, and quicker service. 


RACO e ALL-STEEL e PRODUCTS 
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The STEVENS 


Drink Mixers Have Received Sensa- 


tional Acceptance Wherever Shown 


Wholesalers 
Can Make 


BIG PROFITS 


It sells—users are standardizing on Stevens because 
it is modern—sanitary, quick mixing, stands up and 
makes better drinks—it blends them. 











Whenever shown and demonstrated, it’s a sale. 
Look at its modern appearance—study the mechani- 
cal features. You can see for yourself why it is a 
big seller. 








The Stevens Drink Mixers are a logical wholesaler 
item—has a competitive price. Investigate the line. 
You'll find it a profit maker in all places where drink 
mixers and cocktail shakers are used. 


Write us for details and prices. 





Stevens Drink Mixers are 
made in many sized units. 


A 3 unit mixer 

A 2 unit mixer for cocktails 
A 1 unit mixer 

A Dispenser unit 

A hot cup for hot drinks 


Motor — Tremendous’ Reserve 
Power 

Base—Baked porcelain enamel— 
green or black 

Container—Chrome plated nickel 
silver 

Metal—Non-corrosive metal used 
throughout 

Dispenser—Can be taken apart by 
hand. All parts guaranteed for 
one year. 


STEVENS ELECTRIC COMPANY 


2ist & CLARK STREETS RACINE, WISCONSIN 
National Sales Representatives 

ALSCO, INCORPORATED 20 N. WACKER DRIVE, CHICAGO, ILL. 
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Pan Aitohixe Whale of a difference 


O REMARKABLE is the vast im- 

provement in show window lighting 
afforded by New Sterling Lite-Flo 
Reflectors that it creates sensational 
merchandising opportunity. 


Think of it—using the same lamps—the 
same operating cost, these improved 
reflectors afford lighting improvement so 
drastic it is instantly noticeable. 


Every aggressive merchant and display 
man knows that more effective lighting 
means more sales—tremendous improve- 


ment in lighting effectiveness with the 
same operating cost is BIG NEWS. 


Be the first to present this extraordinary 
lighting improvement in your territory. 
It’s the entering wedge to accounts you 
have never sold before— presents an 
opportunity to capture a far greater share 
of commercial lighting business. 


Mail the Coupon 
for Bulletin, Prices 
and Discounts. 


REFLECTOR & ILLUMINATING CO. 

1437 W. Austin Ave., Chicago. 

Send complete details about Sterling Lite-Flo 
Reflectors and Sterling FRONT-LINE Lighting 




















Fasy to Sel[--++- 


The NEW 


Vion Sounded SYSTEM 


4 


Check the verdict of 

these users of KNOB 

and TUBE wiring... 
4 


AN ELECTRICAL CONTRACTOR 


‘My help all seem to understand the use 
of knobs and tubes better than any other 
method of wiring. | get more done with 
tube work than with flexible tubing or con- 
duit. We all like your knobs because they 
don’t chip when driven in - and stay put.” 


\ 
AN ELECTRICIAN 


“It is much quicker, thereby lowering cost 
of installation, which gets you a larger 
margin of profit. Another advantage - dt 
ony future time you can add receptacles 
or another circuit, where with other types 
of installation this becomes impossible.” 








$ 


A TELEPHONE AND ELECTRI. 
CAL WORKER - “The tubes are sof- 
er than any other thing we have ever used 
and the knobs are the right size for every 
need. Our service requires a neat job in 
every installation and we can do a neat 
job with knobs and tubes every time.’ 


$ 
A WHOLESALER 


“Additional spaces between wires No 
possibility of driving nails through armour. 
No trouble from dampness as electrical 
porcelain is impervious to moisture.” 


4 
AN ELECTRIC SERVICE MAN 


“‘Neater appearance. Safer installation 
Quicker method of installing. Lessens in- 
terference in radio work.” 


4 
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NEW. ALL-PORCELAIN OUTLET BOXES 


@ This entire line of products has been 
developed to meet an insistent demand 
for greater safety in wiring and the 
elimination of all grounding hazards. 
The boxes are furnished in glazed and 
unglazed styles which conform to all 
existing standards of dimensions, spac- 
ing, position of knockout holes and 
mountina screws. The switch box has No. 


6-32 tapped metal inserts for mounting 
the switch mechanism. The outlet box 
has No. 8-32 inserts for mounting cover 
plates. All porcelain used is of the 
highest electrical grade. 


If you have not yet received your Free 


copy of “READTHE VERDICT” write 
NOW 








ELECTRICAL WHOLESALING — May 1936 


Above is shown a Greenlee 
No. 770 Rigid Conduit 
Bender in action. By pump- 
ing the handle, a shoe on the 
ram is forced against the 
conduit, which is held at two 
points by formed support 
castings. It is simple to op- 
erate and easy to take to the 
job. No. 770 bends all sizes 
from 14 to 3-inch. The 
larger bender, No. 775, 
handles all sizes from 24 to 
44-inch. 


[| 





The Greenlee No. 790 Hy- 
draulic Pipe Pusher has a 
capacity for 4-inch and 
smaller pipe. Easy for one 
man to operate. Will exert 
a maximum pressure of 
40,000 pounds against the 
pipe clamp. 





Above is a Greenlee No. 770-T Hy- 
draulic Bender for thin-wall steel 
conduit. This machine is the solution 
to the problem of how to bend thin- 
wall conduit quickly and without 
crushing. The design is such that 
a full 90-degree bend can be made 
with one complete forward move- 
ment of the ram. Will handle 1}, 13, 
and 2-inch sizes. 


To the right are shown the Greenlee 
Knockout Tools. They enlarge holes 
in outlet boxes, switch cabinets, etc., 
quickly and accurately, without 
reaming or filing. The punches come 
in two sets. No. 735 is for 4, 3, 1 and 
14-inch conduit, while the No. 737 set 
will enlarge holes for 14 and 2-inch 
conduit. The No. 740 Cutter will 
enlarge holes for 14, 2, 24 and 3-inch 
conduit. 


GREENLEE TOOL CO., Rockford, Illinois 


N EVERY job where conduit is to be bent, knockouts enlarged, 
holes bored for any purpose, or pipe pushed through the ground, 
there is a real opportunity to sell Greenlee Tools. The reason is that 
these tools save money by doing the jobs faster, better and with less 
effort for the workman. In fact many cases can be cited where 
Greenlee Hydraulic Conduit Benders have more than paid for them- 
selves on the first job. No doubt this is true, also, of the Hydraulic 
Pipe Pusher and Knockout Tools, due to their speed and convenience. 



























When you undertake to sell 
Greenlee Tools you find that you 
are being given real selling help. 
They are advertised regularly in 
Electrical Contracting and Elec- 
trical World, and the Pipe Pusher 
is featured in two Gas papers. 
Direct mail also helps to locate 
prospects, which are in turn re- 
ferred to the jobber, since that is 
our policy. 


If you are not handling Greenlee 
Tools, ask for complete informa- 
tion. If you are, remember that it 
pays to push them at every oppor- 
tunity. They will help increase 
your sales volume and, what is 
more important, your profits. 
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TWO NEW 
PROFIT 
OPPORTUNITIES 

| for 
ELECTRICAL 
WHOLESALERS 


No. 480 “BULL DOG” 
ARMORED CABLE 
SUPPORT 


@ A light weight clamp for 
supporting or hanging 
armored cable to steel 
framework. It is made of 
stamped steel, cadmium 
plated, with case hardened 
cup point set screw. 





©Fxamine these sales features 


@ Permit hanging cable or conduit from any angle. 


@ Eliminate necessity of drilling framework, saving 
time, labor and preventing weakening of steel 
beams by drilling holes through them. 


@ Easily and quickly installed—especially convenient 
for changing wiring on temporary or permanent 
jobs. 





@ Cheapest and best method of installing armored 
cable, conduit or pipe in factories, garages or 


No. 470 PIPE OR ate, 
buildings of steel construction. 


CONDUIT HANGER 





@ A strong and durable ad 

malleable iron. hanger for ° ° ° P 
supporting pipe or conduit Write for complete details, prices and literature 
neti Deaiiiiieik hated on these new No. 480 “Bull Dog’’ armored 
accommodate sizes of 2”, cable supports and No. 470 pipe or conduit 


34’ and 1” pipe to steel hangers. 
beams 38” thick. 
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UNTER, who has made nothing but elec- 

tric fans since 18€6, continues as always 
in the past, to use only the very finest mate- 
rials and most skilled workmanship in every 
model. 


NCW 24-/NCH 
- - And what is more—HUNITER pioneers in 
AIRSPREAD further engineering development of basic im- 


4 
Fedestal Stand provements—along with creative designs— 


which are attracting new attention and 
demand. 

You are faithfully promised that any fan 
bearing the HUNTER nameplate will give 
complete satisfaction and service for many 
years without expense of upkeep under 
normal conditions. 


HUNTER FAN & MOTOR CO. 


Factory: Fulton, New York 





General Sales Offices: Memphis, Sterick Building 
Eastern Sales Offices: New York, 53 Park Place 
CHICAGO PITTSBURGH DETROIT 
BOSTON PHILADELPHIA CLEVELAND 
WASHINGTON NEW ORLEANS 
ATLANTA DALLAS 


OSC/LLATOR 
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Lamp Guards 
ge PROFITABLE 


Approved by Underwriters Laboratories 


Practically every place where lamp bulbs are used, 
MlaCHiiMe elute Guards can be sold: In factories and 
shops. Foundries. Stores. Warehouses. Institutions. 
Garages. In fact the field is almost unlimited 


McGill Lamp Guards pay for themselves over and 
over in savings they make. They prevent lamp break- 
age and theft. They eliminate certain dangers to 
employees, buildings and materials — injuries, shocks, 
fires, explosions. 


McGill Lamp Guards are well known to your trade 
They outlast ordinary guards many times. They com- 
prise a complete line. They sell the year around, and 
repeat in volume. They are priced right, carry good 
discounts, and they sell only through jobbers. 


If McGill Lamp Guards are not already included in 
your stock items, we will be glad to send catalog — 
and explain our Jobber Policy. Write today. 





























Oligsc@ es Quality 
Lighting Equipment that every wholesaler 


and every wholesaler's salesman can Prike 


should sell 





INDUSTRIAL 


Quad supplies a line of industrial reflectors to cover any and all 
industrial lighting requirements. From the standard RLM re- 
flectors to special shapes and sizes with fittings to fit, you'll find 
Quad a leader in design and quality. Ask for catalog No. 5 and 
see how Quad can help you sell Industrial Reflectors. 


FLOOD 


Floodlights by Quad are especially designed to give more light 
where your customers want it. The new swivel arm permits quick 
and easy adjustments. In addition the excellent enameling gives 
all Quad Floodlights extra long life outdoors. Send for Flood- 
lighting Bulletin and ask for help in solving your floodlighting 
problems. 


SIGN 


Quad has long been known for the superiority of its sign lighting 
line. That reputation has been earned by furnishing the finest 
sign lighting reflectors that are easy to hang, have a long life and 
do an extra efficient job of sign lighting. Your trade knows 
Quad Sign Lighting Reflectors. Advertised every month in 
Signs of The Times. 


COMMERCIAL 


The Quad Glasstee! Diffuser is of the easy maintenance type. 
The reflector and globe may be removed as a unit for cleaning 
without removing lamp. Made of Armco Iron Porcelain enameled 
white with opal globe. Also made in standard threaded type. 
For schools, stores and offices, there’s a marked preference fer 
Quad Porcelain Enameled Swivel Stem Pendants and Ceiling 
Units. Made to give efficient lighting and good looking too. 

































QUADRANGLE Merc. COMPANY 


30 SOUTH PEORIA STREET --- CHICAGO, ILL. 
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THE 





50 AMPERE 


Synchronous 


TIME SWITCH 


Here is a product backed by 27 
years of exclusive time switch manu- 
facture and over 40 years of experience 
with precision instruments. 


Built into this time switch is the 
sterling quality that can result only 
from such long experience in a highly 
specialized field. 


SORE RE RE ee TNE er one re CRE RE A I MED: 
Bixes Pee 


Dependable, accurate, simple in 
construction and built to give many 
years of satisfactory service, this prod- 
uct will meet nearly every time switch 
requirement. 





e CHECK THESE FEATURES 


HIGH CAPACITY SWITCH 
ACCURATE TIME 

SIMPLE IN CONSTRUCTION 
EASILY INSTALLED 
ECONOMICAL IN OPERATION 
UNDERWRITERS’ APPROVED 
REASONABLY PRICED 





— >), = o S 


Detail of switch—Type M1 


Write for complete descriptive literature 


RELIANCE AUTOMATIC LIGHTING CO. 


1941 MEAD STREET RACINE, WIS. 
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Wholesaler Service 
Aids Flood Relief 





(Continued from page 11) 


night calls. All outside salesmen were 
brought in to render service. Four 
truckloads of flashlights, batteries, and 
oil lanterns were brought in, the lan- 
terns going to the Red Cross. 

The Allied Electric Supply Co. was in 
the flooded area, and Mr. Samuels was 
still cleaning up the building on 
March 31. 

Both the Incandescent Supply Co., and 
the Price Electric Supply Co., had 
about four feet of water on the first 
floor, but stocks were moved in advance 
and only minor losses were sustained. 

The Service Electric Supply Co., and 
the Pittsburgh Electric & Mfg. Co., both 
outside of the flooded district, were in 
a position to give uninterrupted service. 


Only 10 Minutes to Spare 


Down in Wheeling, W. Va.,_ the 
wholesalers had sufficient warning, con- 
sequently none of them suffered to any 
extent. The sub-basement of the Front 
Co. had been cleaned out early. Later 
reports predicted higher waters so, at 
7:30 on the morning of March 18, 
everyone was on hand to move stock 
out of the first basement. By 12:50 the 
next morning the last of the stock was 
moved out—just ten minutes before the 
water came in. S. S. Front, president, 
was marooned in Parkersburg until 
Sunday. The firm’s sales manager, 
A. K. Clifford, who was in Chicago, flew 
to Pittsburgh but could get no further, 
so went back to Chicago. 

The Sands Electric Co. of that city 
had only a small portion of the base- 
ment inundated, and reported heavy de- 
mands for wire, cable switches, motors 
and motor control equipment. 





+ Not All “Counterites.” Two of the gals stepped from the office to help 


make a more interesting picture. 


These folks of Gee Electric Co., Wheel- 


ing, W. Va., are Peggie Shipley, Iona Moore, B. H. Abercrombie, David 
Williams, Dave Parker and Val Frasnelly. 





In spite of the fact that water came 
up to the nine-foot mark on its first 
floor, the Gee Electric Co., Wheeling, 
lost less than $100 worth of stock. The 
firm’s motor department was busy bak- 
ing out several hundred motors, more 
than one hundred of which also re- 
quired re-winding. 

In Boston a leading wholesaler fore- 
saw the forthcoming demand for electri- 
cal material in the flooded areas long 
before the rivers reached their peaks, 
and notified his salesmen in the field as 
to the probable needs of customers re- 
sulting from the expected failure of 
cable, wire, switching and control ap- 
paratus. He also listed for field men 
various equipment required in recondi- 
tioning power equipment, such as blow- 
ers, flashlights, space heaters, high 
candle-powered incandescent lamps, coil 
radiators, canvas, and other supplies. 
The salesmen then called on their cus- 
tomers and others likely to require aid, 
both in person and by telephone where 
feasible, and as a result of being 
“primed” with specific items useful in 








+ Some Of The Folks who do a real job for the Chicago (Ill.) Electrical 


Supply Co. 


Lined up in the display room we introduce, from the left: 


C. Wieck, purchasing agent; P. Brenn, counter man; Miss Keevan, M. J. 
McNamee, sales manager; W. Mezger, store manager; J. Tully, shipping 


clerk; Miss Ramlose, E. Julian and W. J. Davis, general manager. 


Mr. 


Mezger was recently promoted from outside sales work to store manager. 
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recovering from the emergency secured 
many orders. 


Boston Serves Merrimac Area 


In some areas deliveries were ex- 
tremely difficult on account of flooded 
railroads and highways, and delays oc- 
curred until permits to pass could be 
secured from the military authorities. 
In some cases motor trucks were sent 
into this Boston house from the field, 
and this enabled supplies to be loaded 
quickly and brought back into the in- 
undated areas with minimum loss of 
time, as compared with trying to ship 
material out of Boston into the flood 
zone in trucks from outside. In one 
Merrimac Valley city this arrangement 
greatly speeded up the delivery of cable 
from Boston, saving many hours. 

* 


Congress Extends Housing Act, 
FHA Revises Regulations 


Five important changes in the regu- 
lations of the Modernization Credit 
Plan have been made necessary by the 
passage of the amendment extending 
section 2, title I, of the National Hous- 
ing Act to April 1, 1937. 

These changes, according to an an- 
nouncement by the Federal Housing 
Administration, are not of a nature 
which will materially restrict the 
Modernization Credit Plan, particularly 
as far as the building industry is con- 
cerned. 

The first change is the elimination of 
all new construction on unimproved real 
property. This portion of the Act now 
reads as follows: 

“Insured modernization loans may be 
made only to owners of improved real 
property or to lessees of such real prop- 
erty who have a lease extending for a 
period of not less than six months be- 
yond the maturity of the modernization 
credit loan.” 

The Act specifically excludes from 
insurance loans or advances of credit 
in the amount of $2,000 or less for the 
purchase and installation of equipment 
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+ Behind The Counter at Kubec Electric Co., Chicago, are a couple of boys 
who aren’t always on the job there. These fellows were among those help- 
ing to entertain several hundred guests at a recent Kubec show. Lorenz 


F. Silberschlag, sales, is the gentleman at the left. 


Then comes Charlie 


Nauheimer, order man; Frank Coninx, counter man; the purchasing agent, 


George Jager and John Hubicek, counter man. 


counter-display. 


or machinery upon any type of im- 
proved real property. However, the 
bill does permit the insurance of loans 
or advances of credit for the purpose 
of making additions to real property. 
Therefore, items of machinery and 
equipment which become additions to 
the real property will be considered 
eligible, whereas those which do not be- 
come additions to the real property 
(i.e., a part of the structure) will be 
considered as ineligible. Under this in- 
terpretation heating, plumbing and wir- 
ing systems, including such items as 
furnaces, oil burners, stokers, water 
heaters, etc., would be eligible for 
financing. However, movable equip- 
ment such as refrigerators, ranges, 
washing machines, troners, etc., would 
not be eligible. The same reasoning 
would apply in the commercial or in- 
dustrial field as in the domestic field, ex- 
cept that on loans from $2,000 to $50,- 
000 on Class A property it is not a 
requirement that the machinery or 
equipment become an addition to the 
property. In cases of this sort the old 
eligibility rulings still apply as a whole, 
with the definite provision that the 
equipment must be installed. 

After March 31, 1936, the insurance 
against loss to the lending agencies is 
reduced from 20 per cent to 10 per cent 
of the total amount of the loans made 
or credit advanced. Eligible loans 
which were made by insured institu- 
tions before April 1, and properly re- 
ported, are covered by the 20 per cent 
insurance reserve. Loans or advances 
of credit made after March 31, 1936, 
will be covered by a new reserve based 
on 10 per cent of the aggregate amount 
of the advances of credit made by the 
insured institutions since that time. 

Unpaid balances on delinquencies of 
30 days or more, according to the lat- 
est available figures, are running 
slightly in excess of two per cent of the 
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Note the well illuminated 





total insured loans outstanding. The 
10 per cent insurance coverage, there- 
fore, should be more than adequate to 
cover any loss which a financial in- 
stitution exercising normal credit judg- 
ment and with a normal volume of 
loans should sustain. 

The fourth change is the reduction of 
the maximum liability which the Fed- 
eral Housing Administrator may incur 
for modernization credit insurance; it 
was reduced from $200,000,000 to 
$100,000,000. But that amount seems 
to be sufficient. 

The fifth change is that churches 
have been placed in Class A and can 
borrow up to $50,000 instead of only up 
to $2,000 as before. 


e 
Correction 


In listing the members of the newly- 


formed Independent Electrical Wholesal- 
ers Association of Baltimore in the April 
issue of ELECRTRICAL WHOLESALING, the 
name of the Lee Electric Co. was inad- 
vertently omitted. Ten Baltimore whole- 
salers are now members of this Asso- 
ciation. 


Wholesalers Have Lagged 
In Sales Promotion 


“The wholesale house of today is a 
sales, not an order house,” declares A. 
W. Russell, O. B. West Co., Des 
Moines, in The Red Barrell of Febru- 
ary 15. “It is a center of distributional 
sales promotion, not the order ware- 
house of bygone days. The salesman 
has supplanted the order-taker ; the out- 
going phone line must now be busy if 
the incoming line is to be kept busy. The 
manufacturer has developed salesman- 
ship and advertising to the nth degree 
to build his business; the retail estab- 
lishments are among our most aggres- 
sive sellers—there is no reason for the 
wholesale trade to imagine that it can 
survive without the same intensive pro- 
motion. Yet, we must admit, the whole- 
saler has lagged in this respect. 

“Actually, the job of the wholesaler 
in putting across his house with his 
customers presents less difficulty and in- 
volves less expenditures than that of his 
co-partners, the manufacturer and the 
retailer. The manufacturer’s territory 
is the entire country ; the wholesaler can 
confine his efforts to a comparatively 
small slice of area. The retailer’s cus- 
tomers are legion; the wholesaler can 
list his possible outlets and directly pro- 
mote each one. He has the chance of 
doing the ideal sales, the perfect promo- 
tional job, in that he can contact by 
salesmen each customer individually, or 
can fire direct mail advertising at a spe- 
cific target, rather than lay a blind bar- 
rage. 

“In the field of service to each retail 








+ From The Windy City and from the Belasco Electric Supply Co. in par- 


ticular are these seven members of the wholesaling fraternity. 


Samuel 


Kaplan and his brother Ben are at either side of the secretary, Miss Myrtle 


Salomon. 


Next to Ben stands John Kujawa, counter man. 


The smiling 


fellow at the extreme left is Irving D. Kaplan, first aid to the senior Kaplans. 
Richard Bell, counter man is next; then John Wurbia, custodian of the truck. 
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Coming 


IRON 


PROCTOR 931 
The new Snap- stand 
1000 watt Speed Iron 
... longer cork handle 
for greater comfort, 
streamline design, 
Dreadnought Heating 
Unit, permanent cord 
connection. 

















Today’s fastest, most efficient electric irons now take on new 
beauty, new comfort! Modern, practical, Proctor design 
| does not compromise with utility ... with speed and effi- 
ciency...no sacrifice, for instance, of the clear-vision rear 
| or the Proctor coo! cork handle, which has been length- 
ened, becoming more emphatically the most comfortable 
handle ever designed ... and all other important and 
exclusive Proctor features have been retained! These new 
Proctor irons .. . in addition to the present 
models ... will give you the line that 
leads for summer business! Write for de- 
tails of Proctor promotional plans. Proctor 
& Schwartz Electric Company, 7th and 
Tabor Road, Philadelphia, Pennsylvania. 























ELECTRIC APPLIANCES 
Styled por Gervice 
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NEW PROCTOR 





NEW BEAUTY « NEW 
COMFORT ¢ NEW PROFITS 
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PROCTOR 942 


The new 1000 watt 
Speed Iron . . . same 
design and features as 
931, with clear-vision 
heel rest in place of 
the Snap-stand. 


PROCTOR 943 


The new 800 watt 
Automatic . . . same 
design and construc- 
tion as 942, except 
lower wattage. 


PROCTOR 953 


The new Deluxe Heat 
Meter Iron (non-auto- 
matic) . . . tells when 
the heat is safe. Stream- 
lined. Long cork han- 
dle. 10,000 cycle cord 
with switch plug. 


An Extra Big Selling Feature! 
Withthese newautomaticirons, Proctorismak- 
ing a liberal money-back offer to help make 


your summer's iron sales the biggest ever! 
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customer lies, in my opinion, the great 
opportunity of the wholesaler. It is not 
enough to merely stock the retailer’s 
CHART YO U R COURSE store with goods ; the wholesaler should 

lie awake nights thinking just how he 
can help that retailer better advertise, 
handle, and sell those goods. The rela- 
Wi T iil tion between wholesaler and retailer 
should be a close one; in more than one 
sense of the word, they are partners in 
business. As the retailer prospers, so 
does the wholesaler. The manufacturer 
has long recognized his obligation to 
assist the wholesaler and the retailer by 
large national advertising campaigns, by 
providing much dealer advertising ma- 
terial, and by offering extensive sales 
suggestions and assistance. It is no less 
the obligation of the wholesaler to pull 
double with the retailer—not in the 
guise of philanthropy, but as to a part- 
ner whose success will mirror itself in 
the tide of his own business.” 











Just A Road Side Incident! 


A bouncing baby, a burning car, and 
two red-hot feet figure in the latest ad- 
venture of J. E. Lowrey of San An- 
tonio, who knew Jack London when he 
was a boy. 





Wholesalers everywhere find that Neon Glow Lamps point 


the way to increased profits. Every factory or industrial plant, 
every commercial establishment, and every building of any 
size is a prospect for these long-lived indicators. Theatres use 
them for exit lights . .. many manufacturers require them 
for indicators . . . they are excellent pilot lights . . . in the 
home, Neon Glow Lamps make ideal night lights. 

These lamps have a normal life of 3,000 hours, and they 





cost next to nothing to operate. They give entirely normal 





service in applications subject to vibration and shock. Get 


J. E. Lowr 
full data on this profitable line . .. Address the General Elec- mess 





- 17 “J. E.” was busting across the flat 
tric Vapor Lamp Company, 891 Adams Street, Hoboken, N. J. Pi: hat ties we Bl tn sennteed 
Corpus Christi the other day and doz- 
ing along nicely at 60 miles an hour. 
His lips held a cigarette at half mast 
and his ears were cocked to a passion- 
ate love song floating in over his radio. 
J. E. was thinking of nothing at all in 
particular, maybe wondering how he 
could drag in some more business for 
Graybar in San Antonio. He happens 
to be sales manager of that branch, 

giz atts 15 Volts — All at once things began to happen. 

‘Gen OE hese? ae cae - A decrepit sedan loaded with Mexicans 
Bulb Supplied with Can: a ee inte which had been wabbling down the 
intiiadiiaiiia! cement about 500 feet ahead of J. E.’s 


d ; : 
GENERAL QQ ELECTRIC _ “icles tie aay tere’ Wiest 
wt The ms flew, be = a burst 

VAPOR LAMP COM PANY ae 
715N “Whoosh,” went J. E.’s brakes, and 

“ums =. he dropped his cigarette on his new $15 
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Switches, Receptacles, Pilot Light Combinations 
and Plates— all now available in rich IVORYLITE, 
This cream-tinted, white moulded material is ivory- 
like in appearance and of solid color throughout. 
It is not a finish and will not chip, flake or wear off. 
When soiled it is easily cleaned with a damp cloth. 


Plates have attractive borders, with ribbed surface. 


IVORYLITE Timesaver Line is complete in every 
required arrangement of switches, single or in com- 
bination with receptacles and pilot lights. Mechan- 
isms are fully enclosed in compact IVORYLITE bas- 
es, making dust - and dirt - proof units. Each combin- 


ation comes assembled in one base, ready to install. 


Catalog sheet—on request—brings complete data. 


mums (LAK T & HEGEMAN DIVISION pep 
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PROTECT WORKMEN 


Reduce Insurance Rates 
Insure Safe Wiring 


WITH 


APPLETON 
EXPLOSION-PROOF 
UNILETS! 


@ The hazard of electrical detonation of gas 
or dust is completely eliminated by Appleton 
Explosion-Proof Unilets. These fittings meet the 
rigid requirements of the Underwriters’ Labora- 
tories and have proved their effectiveness in actual 
use in widespread installations. 



















Appleton Explosion-Proof Unilets protect 
lives and property and, at the same time, lower 
insurance rates. They are constructed throughout 
of malleable iron for sturdiness and long wear. 
The cadmium coating effectively resists corrosion 
and rust. 




















Write today for Bulletin No. 1003 which 
gives valuable information on wiring in hazard- 
ous locations and shows how Appleton Explosion- 
Proof Unilets meet every wiring need in this 
important field. 














Sold Through Jobbers 








APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue, Chicago, U. S. A. 


Detroit—7621 Woodward Avenue 
St. Louis—420 Frisco Building 
Atianta—541 Whitehall St., S. W. 







New York—76 Ninth Avenue 
San Francisco—655 Minna St. 
Los Angeles—340 Azusa Street 


APPLETON 
Exploston-Proof 


UNILETS 


Reg. U. S. Pat. Off. 




















JOBBERS—ATTENTION! 


Type “‘EVA’’ 
Explosion-Proof 
Lighting Fixture 

(100 and 200-Watt) 





Type “CEST” 
Explosion-Proof 


Receptacle Equipment 


Complete with 
Type “CPH’’ Plug 





Type “CPSIC’’ 
Unilet Complete with 
Lift Cover (Closed) 





Type ‘‘EFSC’’ Motor Con- 
trol Push Button Station 





MDS Series Explo- 
sion-Proof Unilets 
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+ Following In The Steps of his 
dad, George Farr is doing a good 
job as assistant manager of Electric 


Supply Co., Asheville, N. Car. 
George has been through the vari- 
ous departments of the house since 
it was established. 





trousers in the excitement. 
just in time. 

In the middle of the road, jumping 
up and down with excitement a few 
feet from his bumper bar, he spied a 
little Mexican tot who apparently had 
been thrown from the careening sedan. 
Grabbing the youngster under his arm 
like a sack of meal, J. E. dashed over 
to where the furnace of gasoline roared. 

“Anybody alive under there?” yelped 
Mr. Lowrey. 

The answer was an outburst of 
“sacres” and “carambas” which poured 
out from beneath the overturned car 
like the rattle of a four-cylinder engine. 
Putting his shoulder to the car, Mr. 
Lowrey gave a mighty heave. He was 
able to lift the burning sedan up far 
enough so that he could spy a little 
Mexican boy of about 12 years of age. 
Reaching under with his free hand he 
grabbed the youngster by the scruff of 
the neck and dragged him into the 
clear. Again he gave a marvelous 
heave, but in spite of his bulk could lift 
the car no higher. Setting the 12-year- 
old on his feet he directed him to place 
both hands against his posterior ex- 
tremity and at the crucial moment they 
both plunged into the car much in the 
fashion of a Yale flying Vee. The 12- 
year-old beef was just enough. They 
overtipped the red hot car, and a yell 
went up from J. E., the 12-year-old and 
the tiny tot. There in full view was 
the Mexican father, pinned tighter 
than Strangler Lewis could flatten him. 
In a few moments they had the old boy 
up, and the quartet was dusted off as 
they watched the blazing embers of 
their old jelopy. 

Mr. Lowrey packed them in the back 
of his Dodge, and started off for the 
South, thinking nothing of the inci- 
dent. He has had too many adventures 
bigger than that up in Alaska in his 
early days, to bother over such a baga- 
telle as this roadside incident. 


He stopped 





| Make the cash register —_* 


with the profits from 





Take advantage of the added, profitable busi- 
ness to be gained by the widespread interest in 
industry’s most efficient light. The General Elec- 
tric Mercury Lamp, which provides 1600 lumens 
at 400 watts, and its companion 250-watt lamp 
enable you to give your customers twice the 
light for a given wattage. You increase his light 
level and his production efficiency, and, by doing 
so, add to your profits in more ways than one. 

The 400-watt mercury lamp is equipped with 













_ 


400 WATT 


Mercury 


LAMP 




















a Mogul screw base, for vertical mounting in 
either base-up or base-down types. Installations 
which do not permit of the use of this lamp, 
however, can be efficiently illuminated by the 
250-watt lamp—which will burn in any position. 

There are many approved luminaires available 
which assure proper distribution of both these 
lights for each and every service. Serve and 
profit with mercury lamps—the modern light 
source. Write for complete details... 





Order your auxiliary devices which were designed especially 
for this lamp from the General Electric Vapor Lamp Company. 


GENERAL @ ELECTRIC 


716H 


Incandescent Lamp Department 
Nela Park, Cleveland, Ohio 


General Electric Vapor Lamp Co. 
891 Adams Street, Hoboken, N. J. 
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& Large size Westinghouse 
Mazda Lamps are now 
offered at the lowest prices 
in history. 


Reductions average 20% on 
the most popular sized lamps 
for selling and manufactur- 
ing, and for sight-saving in 
the home. Now, more than 
ever, everyone can afford 


Better Light—Better Sight. 



























Among The Trade eee 





By A. B. (BUD) CONKLIN, Jr. 


> No secreET is the fact that some con- 
tractors are poor credit risks because 
their training as hard headed business 
men has been badly neglected.. During 
the re-wiring period following the flood 
in Pittsburgh, every contractor was 
buying materials amounting to real 
money. One wholesaler was overheard 
telling a contractor to collect for ma- 
terials every week. Probably “cold” 
business} but fhe wholesaler wanted to 
protect himself, at the same time give 
the contractor a bit of that neglected 
training. 


P ATTIC VENTILATION should, go places 
this spring and summer. Last year it 
made enough headway to cause many 
utilities to include this load-builder in 
their 1936 promotional plans. A good 
installation means no less than a 36- 
inch fan, several dollars for wiring 


-|materials and possibly a time-switch. 


P WuotesALers of flooded _ cities 
weren't at all modest in their praise 
of manufacturers. Not only did ship- 


ments arrive in amazingly fast time, but 


numerous manufacturers wired that 
credit would gladly be extended until 
the industry was supplied. 


P DEALERS in several cities, definitely 
in Chicago and Pittsburgh, have vigor- 
ously complained that “anyone” can get 
a dealer discount on appliances. Editor 
E. M. Marks of the Pittsburgh Electric 
Leaguer took an effective crack at this 
industry evil in the March 11 issue of 
that periodical. 








+ Brothers are these two gentlemen 
of Service Electric Supply Co., 
Pittsburgh. J. R. Schulte, left, is 
secretary-treasurer of the firm as 
well as general manager. His 
brother, Leo, takes care of the coun- 
ter trade. Service Electric was 
one of the few fortunate houses 
missed by the recent flood. 
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WHY JOBBERS EVERY} 
ARE SELLING 


LaMAR LAG RENEWABLE FUSES 
and 


LaMAR LAG LINKS 


UR products have been in use continuously by many of the nation’s 
leading industrials for many years and have never failed to live up to 
the high standards for which they are designed. 


Long life and uniform protection is assured by the generous use of brass, 


copper and horn hard fibre. NO IRON PARTS OF ANY KIND ARE 
USED IN LaMAR LAG FUSES. They operate cooler and consequently 


last longer. Easy to renew, easy to clean and are positively interchangeable 
with all bare link type renewable fuses. 


Wholesalers everywhere are enjoying increased fuse sales thru ready 
acceptability by the users. Just study the pictures on the opposite page 


together with the pictures of the truly ONE-PIECE LINKS. Can't you see 

why these products are easy to sell? Compare with other makes, 

ALL SALES RESISTANCE IS CUT TO A MINIMUM BY 

ONLy THE SALE OF LaMAR LAG FUSES AND 
ONE | LaMAR LAG LINKS. 


La Mar Lac L, 







LAG LIN 


UND.LAB: 
INSP. § 


250V. 















Great Western Fuse Company 


GENERAL OFFICE 
1435-36 Chrysler Building New York City 
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LAMAR _LAGLINK 

PAT. UND.LAB. 
PEND. InsP. 

600A. 250 V 
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LaMAR LAG LINKS 


are of special design and are composed of 
a scientifically treated metal. They meet all 
Lag requirements and specifications, and are 
standard and interchangeable. They will 
protect the circuit against dangerous over- 
loads and also from useless shut-downs 
caused by harmless overloads and surges. 
They blow safely and promptly on short cir- 
cuits. They will save you both time and 
money by eliminating unnecessary shut- 
downs. They are the result of 25 years of 
scientific development and research. 


UNDERWRITERS’ LABORATORIES 
INSPECTED 


All Standard Sizes 
250 volts and 600 volts 














A Section Devoted to 





Table Llroner 


kquipped with foot control, — this 
“Savamaid” ironer is unusually simple in 
design. Constructed of heavy reiniorced 
steel. Legs and supporting frame are 
substantially braced. Provided with a 
drop-leaf extension shelf. Mechanically 
designed for a lifetime of service. Has 
only five moving parts. Iron roller is 
driven by a full floating shaft. Elliptic 
spring mounting for the ironer shoe gives 
equalization of pressure over entire iron 
ing surface. Shoe hugs or fits to the 
roll regardless of the irregularity or num- 
ber of seams of the garment being ironed. 
Hard chrome finish on shoe eliminates 
scratches from buttons or hooks. Lists 
at $49.95. Crosley Radio Corp., Cincin- 
nati, O.—Electrical Wholesaling, May, 
1936. 


Automatic Cigarette Lighter 


Designed for installation on the dash- 
board of an automobile, this Serv-A-Lite 
delivers a fully lighted cigarette. A 
humidor for holding a standard pack of 
cigarettes, an automatic dispenser and 
lighter and a handy ash receiver are com- 
bined in a single unit. Case is unbreak- 
able. Device may be clamped to any 
dashboard in three minutes without tools 
or holes. Clip snaps on one of ammeter 
connections for current. Heating element 
is made of a newly developed alloy as- 
suring long life. Indicator tells when the 
cigarette container is empty. The press 


of a button delivers the cigarette ready 
Lists at $2.45. 


for smoking. Telemotor 





Corp., 260 Fifth Ave., New York City. 
Electrical Wholesaling, May, 1936. 
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What's 


Manufacturers’ Descriptions of Their Products 


NEW 





Clock Lamp Set 


This compact lamp assembly which is 
easily attachable to the manufacturer’s 
Commerce model electric clock consists 
of a cordset, a 74 watt bulb, and a 
shaded fixture which clamps over the 
back edge of the clock case directly 
above the numeral 12. ‘The assembly 
affords a convenient means of illuminat- 
ing the clock, making the face visible 
both day and night. All-rubber cordset 
is provided with a molded, through-cord, 
series tap into which the clock cord is 
plugged, so that the cordset serves both 
the lamp and the clock motor. Molded 
grommets with spring clips are furnished 
to protect the cord where it passes 
through the clock case. Lists at $1.50 





| 
complete with frosted bulb. General 
Electric Co., Appliance & Merchandise 
Dept., Bridgeport, Conn. — Electrical 
Wholesaling, May, 1936. 


Streamlined lLron 


With a cool fin-type handle of heat- 
resisting composition, this electric iron 





is streamlined. Equipped with either au- 
tomatic cut off and temperature indicator 
or adjustable thermostat with dial pointer, 
indicating various operating temperatures 
for all kinds of fabrics. 36 sq.in. of iron- 
ing surface, insuring greater coverage in 
less time and with less energy. Long 
tapering point provides convenience in 
ironing ruffles, pleats, small articles and 
around buttons. Furnished in chromium 
plate or chromium plate with deep red, 
green, or black combination. Cord is 
permanently attached. Made in 4-pound 
and 6-pound sizes. 1,000 watts, 110 or 
220 volts. Brannon, Inc., 14307 Third 
Ave., Detroit, Mich.—Electrical Whole- 
saling, May, 1936. 














Fuse and Bulb Tester 


Made in a small case, this “Farmet” 
fuse and bulb tester will test any type of 
fuse, either cartridge or plug, from a 
fraction to 500 amps., and any type or 
size of bulb from small flashlight to 500 
watt sizes. Can be placed on table or 
counter or hung on wall. Operates on 
either a.c. or d.c. current, 110 volts. 
Black bakelite head, black steel sides, and 
nickel plated legs. Approved by Under- 
writers’ Laboratories, so constructed as 
to eliminate danger of shocks or fire. 
Aldwin Metal Products, Inc., 37 E. 21st 
St., New York City.—Electrical Whole- 
saling, May, 1936. 


Home Work Shop 


Powered by a 1/3 hp. Gold Seal mo- 
tor, this ‘““Add-a-Tool” home work shop 
does 14 operations in a 6x5 ft. space. 
Basic unit includes motor, lathe and 
bench saw units, a 12-speed hinged motor 
bracket, complete with all necessary belts 
and pulleys, 2 tool rests, a box wrench, 
knurled adapter nut, spur and cup cen- 
ters for the lathe, saw guard and split- 
ter, ripping fence and mitre gauge—all 
ready to operate. Contains 40 zinc alloy 
die cast parts. Other units for perform- 


ing various operations may be added with 
practically no increase of space require- 
Lists at $39.95, 


ments. Walker-Turner 





Co., Plainfield, N. J.—Electrical Whole- 
saling, May, 1936. 
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“Swing-Out Interior’ Switch 


Permitting the entire base and operat- 
ing mechanism to be swung out and 
away from the box, the “swing-out in- 
terior” feature has now been incorporated 





in the manufacturer’s Type C and gen- 
eral purpose 30 and 60 amp. switches. 
This feature allows the entire box area 
for bringing in the conduit and wires. 
When wiring is completed, the base is 
swung back into normal position and se- 
cured by a set screw. Base is elevated 
from the back of the box so that wires 
may be run underneath it, giving greater 
wiring space. This feature also has been 
incorporated in the industrial circuit 
breaker line in 50 and 100 ampere frames 
as well as in two lines of 30 and 60 
amp. new sequence service entrance equip- 
ment. Square D Co., Detroit, Mich— 
Electrical Wholesaling, May, 1936. 


Indicator Iren 


With a thermostatically controlled in- 
dicator, this iron is semi-automatic. In- 





dicator shows plainly when iron is ready 
for use. Element is clear India mica, 
wound with genuine Nichrome ribbon. 
Sole plate has deeply beveled edges and 


large ironing surface. Finished in 
chrome plate, with two-tone handle. Ap- 
proved by Underwriters’ Laboratories. 


Furnished complete with Underwriters’ 
cord set. Operates on a.c. or d.c. current, 
110-120 volts, 550-600 watts. Lists at 
$2.49. Stern-Brown, Inc., 257 W. 17th 
St., New York City.—Electrical Whole- 
saling, May, 1936. 


Compact Inverters 


Designed to produce standard 110- or 





220-volt alternating current from 6-volt 


storage batteries, 32-volt farm plants, and 
110 or 220 d.c. systems, this compact a.c.- 
d.c. inverter features an improved, plug-in 
vibrator unit, the only moving part. ‘his 
assures increased length of service ac- 
cording to the manufacturer. Four point 
voltage resistor makes possible the cor- 
rect output voltage for minimum to 
maximum loads, and also helps compen- 
sate for input voltages which are lower 
or higher than normal. Other features 
include: six foot, all rubber cord and 
plug, resilient mounting feet, and at- 
tractive brown crackle-finish metal cabi- 
nets. Lists at $18.50 without filter, and 
$22.50 with filter. American Television 
& Radio Co., St. Paul, Minn.—Electrical 
Wholesaling, May, 1936. 


Automatic Heaters 


With built-in thermostats, this line of 
heaters is said to eliminate waste of 
electricity. Includes an automatic kitchen 


heater, chrome-finished built-in bathroom 
square 


heater, and two new water- 





heaters. All embody the patented duplex 
heating element. No fan is used in the 
bathroom heater, eliminating drafts. Au- 
tomatic kitchen heater has a silver-nickel 
screen, ebony-enameled end plates and 
bakelite handles. Equipped with three- 
heat control, cord and 20 amp. polarity 
plug. Rated at 3,000 watts, 230 volts. 
Guaranteed five years against burn-out. 
Wesix Electric Heater Co., 390 First St., 
San Francisco, Cal—Electrical Wholesal- 
ing, May, 1936. 





Spring Pronged Plug 


In place of the ordinary flat blades, 
this rubber handled cap is equipped with 
spring prongs. This prong is bent over 
and the blades are constructed in such a 





manner that a bow is formed in the 
prong. When the cap is inserted into a 
receptacle, the spring feature makes a 
more positive hold. Made in the follow- 
ing types: rubber handle cap, rubber at- 
tachment cap, large rubber handle cap, 











bakelite attachment cap, bakelite handle. | 


Eagle Electric Mfg. Co., 59-79 Hall St., 
3rooklyn, N. Y.—Electrical Wholesal- 
ing, May, 1936. 
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Everybody 


is a prospect for 


Serv=U=Fones 


the packaged telephone 


system 


Priced within the reach of everyone, 
SERV-U-FONE telephone systems ap- 
peal to a tremendous new market, 
hitherto untouched. In home, office 
and shop there are a thousand uses for 
this handy communication system. 
Complete systems sell for as low as 
$12.00 (for the 2-station system) and 
are available in graded sizes up to 10- 
stations capacity. 


Here is new, additional business for the 
alert electrical merchandiser, which 
does not conflict with or replace any 
existing market. SERV-U-FONES are 
furnished in packages and sold over the 
counter like any other merchandise. 
Plainly labeled, they are easy to select 
and sell in the proper combination for 
each need. 


Find out more about SERV-U-FONES 
today, by writing for catalog and confi- 
dential discount sheet, or consult our 
nearest representative. 


SERV-U-FONE systems are 
designed for private service. 
They cannot be connected with 
the public telephone system. 


Ameriean Automatie 
Electric Sales Company 


1033 West Van Buren Street 
Chicago 
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HIGHEST MODERATE 
IN IN 
QUALITY PRICES 





Why Be Old Fashioned? 


Be a step ahead and ready to supply the demand for our new 
bent prong caps. 


Insure absolute receptacle security. The new spring prong fea- 
ture makes positive and tight connection, even though receptacle 
contacts may have spread out. 


Double your sales with EAGLE BENT PRONG HANDLE CAPS 
AND PLUGS. 


WRITE FOR YOUR SAMPLES NOW! 








EAGLE ELEC. MFG. CO., INC. 


59-79 HALL ST. BROOKLYN, N. Y. 

















Now Keady 


1936 EDITION 
“VERIFIED” DIRECTORY 
of 
ELECTRICAL WHOLESALERS 


Completely revised, with 
many new listings 


PLACE YOUR ORDER NOW 


Single Copies, $15.00. Additional Copies, $7.50 each. 


ELECTRICAL WHOLESALING, 330 W. 42nd ST., NEW YORK, N. Y. 














Cordless Iron 


Fully streamlined, with black heat-re- 
sistant handle, this cordless “Zephyr” iron 
is made in 4 and 6 pound sizes. Also fur- 
nished in a de luxe combination of one 





4-pound and one 6-pound iron, with one 
stand, to take care of any ironing de- 
mands. 1,320 watts, 110 or 220 volts. 
Manufacturers claim a 40 per cent larger 
ironing surface. Equipped with automatic 
cut off and a “heat window” which en- 
ables the operator to “see” the exact 
temperature of the iron. Brannon, Inc., 
14307 Third Ave., Detroit, Mich.—Elec- 
trical Wholesaling, May, 1936. 


Indirect Fixture 


This line of “Even-Glow” fixtures are 
designed to give a diffused light. The 
eyes are shielded from the glare of the 











bulbs by a specially designed plastic 
moulded bowl. Fixture produces a semi- 
indirect light which is directed to the 
ceiling and thence deflected and spread 
all over the room. Chase Brass & Copper 
Co., Waterbury, Conn.—Electrical Whole- 
saling, May, 1936. 


Carton Stapler 


Eliminating the use of glue in package 
sealing, this carton sealer staples the 
flaps of any corrugated or fibre con- 
tainer of the overlapped type. Device 
has a special “S” anvil construction, 





which permits it to slide along the over- 
lapped flap and drive the staples from end 
to end in one operation. The Paslode 
Co., 273 No. Bank Drive. Chicago, Ill.— 
Electrical Wholesaling, May, 1936. 
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*% After blowing, 
link can be quickly, 
removed. 


*% Knife Blade Type have no small 
parts to become lost or mislaid in 
. simple and efficient 


fragments of 
easily 


refilling . . 
in design. 
*% Permanent rigid blade alignment 


. . » Blades are assembled to an 
extra heavy insulating crossbar. 


% Can be assembled ONLY one way 
. the correct way. 


%& Shawmut Shur-Lag Renewable 
Fuses are sturdily built and pro- 
vide greater time lag under un- 
usual overload conditions. 





* Ferrule Type permit speedy re- 


newal.. . plenty of room to in- 
sert link in fuse case... Fer- 
rules have deep screw driver 


slots. 


% Links are of uniform thickness 
. can be inserted from either 
end of fuse case. 


UND. LAB. APPROV. 
Send for Shur-Lag Folder. It contains 
prices, etc. 


THE CHASE-SHAWMUT CO. 


Dept. B 
Newburyport, Mass. 


Fuse Specialists Since 1893 





Clamp Type Connectors 


Known as the V-line, this new group of 
clamp connectors for wire and cable 
features a durium U-bolt, broadened at 
the clamping area. Accommodates wide 

















range of cable sizes. Will not injure 
strands. Durium is a special copper al- 
loy, having an ultimate tensile strength 
greater than steel. Will not corrode or 
season crack. V-line connectors are 
recommended by the manufacturers for 
use in seacoast and industrial areas. In- 
cludes all types of connectors. For use 
with conductors from No. 8 stranded to 
2,000,000 c.m. Burndy Engineering Co., 
305 E. 45th St., New York City.—Elec- 
trical Wholesaling, May, 1936. 





Combination Grill 


Equipped with two sets of interchang- 
ing grids, this new “Universal” com- 
bination grill can be used for toasting 





sandwiches, frying bacon, pancakes, etc., 
or for making all kinds of waffles and 
corn pone. Expansion hinge allows 
ample clearance for waffle batter to raise, 
and holds upper grid in upright position 
or allows it to rest back on the handle 
for two-plate surface cooking. In a new 
pattern, known as “moderne,” this grill 
is chromium plated with black bakelite 
handles. Equipped with an aluminum 
drip cup to catch excess fat. Landers, 
Frary & Clark, New Britain, Conn.— 
Electrical Wholesaling, May, 1936. 


Electric Heating Pliers 


Taking the place of an open-flame blow 
torch or burner, these “Thermo-Grip” 
pliers are particularly adapted for apply- 
ing or removing solder lugs and for mak- 
ing sweated joints in the new type copper 





pipes, tubes and fittings. When wire con- 
nections are plugged into any a.c. lighting 


| circuit, current passes through the trans- 


former and rapidly heats the jaws to a 
white hot temperature. Ideal Commutator 
Dresser Co., Sycamore, I1l._—Electrical 
Wholesaling, May, 1936. 








.»» Offers you 
a special insulated wire 
service — wrapped in 
Cellophane 


It will profit you to investigate and 
make use of NEACO'S special- 
ized service on heater cord, all 
rubber cord, twisted pair, fixture 
wire, slow burning and other types, 
cord sets, extension sets and as- 
semblies—all bearing underwriter's 
tags, fractional foot labels, ete.— 
manufactured in all standard colors. 


GENERAL INSULATED 
WIRE CORPORATION 


Division National Electric Appliance Corp. 
Gordon Avenue, Providence, R. I. 





























A FAN YOUR Dealer WANT 


For an exceptional value in a 12-inch 
A. C. Oscillator this COOL SPOT FAN at 
$14.75 list cannot be equaled. There’s 
real Signal Quality in its construction. 
It delivers 840 cubic feet of air per 
minute. Other COOL SPOT models as 
low as $3.00 list. Write for our com- 
plete catalog. 


SIGNAL ELECTRIC MFG. CO. 


Menominee, Michigan 





TURERS 


PiectricAl PROOYS 
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Trade Bulletins 








Air Conditioning—Bulletin 501, “Type 
PC Cabinets for Air Conditioning.” 24 
pp., illustrated. Contains air resistance, 
heating and temperature charts.—Buf- 
falo Forge Co., Buffalo, N. Y. 


Cable—Bulletin GEA-1918A. Gives 
complete data and listings of all types of 
tellurium all-rubber, Glyptal compound 
and braided types of portable cable for 
mining, welding and transit equipment, 
electric shovels and dredges and similar 
apparatus. Illustrated. 28 pp.—General 
Electric Co., Schenectady, N. Y. 


Conductors—Bulletin CRE-1, “Copper 
Conductors for Rural Lines.” 125 pp., 
loose leaf. Detailed technical data, in- 
cluding sag and tension charts, also de- 
sign tables for heavy, medium and light 
loading.—General Cable Corp., 420 Lex- 





ington Ave., New York City. 


| 
Conduit Fittings—Catalog No. 10, 3rd} 
edition. Descriptive material and tech-| 
nical information covering complete line | 
of threaded and no-thread malleable | 
“Unilets.” Illustrated. Includes prices. 
224 pp.—Appleton Electric Co., 1701-29 
Wellington Ave., Chicago, IIl. 


| 
Connectors—Catalog 33 C, 48 pp., il-| 
lustrated. Describes _ solderless con-| 
nectors, both copper and aluminum, for | 
cables, tubes, wires, bars and rods.— 
Burndy Engineering Co., 305 E. 45th 
St., New York City. 


Controls—Catalog page covering line 
of three-button controls. Includes prices. 
—Arrow-Hart & Hegeman Electric Co., 
Hartford, Conn. 





Key Sockets—Catalog page listing in- 
formation on industrial key sockets. In- 
cludes prices—Arrow-Hart & Hegeman | 
Electric Co., Hartford, Conn. 





Lugs—Bulletin 528, 8 pp., illustrated, 
covers copper soldering lugs and splic- 
ing sleeves——Wolverine Tube Co., 1411} 
Central Ave., Detroit. | 


Materials Handling Equipment—Cir- | 
cular 318 illustrates hand trucks, jacks, | 
hydraulic lifts and portable elevators for | 
warehouse use.— Lewis-Sheppard Co., | 
233 Walnut St., Watertown, Mass. | 


Outlet Boxes—Bulletin 1021. Lists | 
and describes complete line of outlet and | 
switch boxes and conduit fittings. In- 
cludes prices. Illustrated. 44 pp— 
Appleton Electric Co., 1701-29 Welling- 
ton Ave., Chicago, III. 


Radio Manual—New “Sylvania Tech- 
nical Manual” (price 15 cents) gives 
latest characteristics of 141 tube types 
shows typical receiving and amplifying 
circuits and contains resistor chart and 
interchangeable tube chart—Hygrade- 
Sylvania Corp., Emporium, Pa. 


Safety Switches—Catalog No. 36. II- 
lustrations, descriptions and all neces- 
sary technical information covering a 
line of heavy duty industrial, general 
service, meter service, and main entrance 
switches. Also covers meter test blocks, 
magnetic switches and relays and meter 
troughs. Includes prices. 48 pp.— 
Palmer Electric & Mfg. Co., Waltham, 
Mass. | 
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NEW) 


and completely 
revolutionary 





EKlectroCall 


amplified 2-way communi- 
cation system--attached in a 
jiffy --nothing else like it-- 
don’t miss this opportanity-- 














DIRECT two-way conversation INSTANTLY—and 
perfectly amplified! Here is a necessity to modern 
business, scientifically engineered by a reputable 
old-line organization, with merchandising ad- 
vantages that challenge the interest of every alert 
wholesaling company, ELECTROCALL is simple. 
Easy to install. Plugs in, and that’s that. Costs 
but little. Does not compete with any other so- 
called intramural communication systems. Oper- 
ates on either AC or DC current. Consumption 
negligible. Office efficiency speeded up tremen- 
dously. Keeps outside phone lines open for incom- 
ing calls. Can be used in any business or profes- 
sional layout. Pays you a profit that makes it 
worth while to CONCENTRATE on this latest 


time, labor and money saver. 


UNITED SCIENTIFIC LABORATORIES, Inc. 
62 West 14th Street New York City 


Valuable 
Franchises 


still open. 
Write us at 
once for full 
proposition. 
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» "WEATHERPROOF « 


The Wholesaler’s Choice Should be 


“‘POLLY’’ BRAND 
CHRISTMAS TREE 
LIGHTING SETS 


They are 100% American Made. 
They are 100% Mazda. 
They are Approved by Underwriters. 








They are Superior in Quality. 
They are Attractively Packaged. 


And to top it off—Prices that are 
Right. When writing state season’s 
requirements. 


LEO POLLOCK CORP. 
644 BROADWAY, NEW YORK CITY 
| eS aa aR a ARNE 




















OVERHEAD 
AND 

UNDER- 

GROUND 








Ready Acceptance 


The ready acceptance of Wolverine 
Splicing Sleeves makes them a 
profitable item. Users know their 
quality and prefer them. 


They always fit the rated wire or 
strand without a struggle. Soft an- 
neal makes easy twisting and twist- 
ing hardens to full strength. Joint 
has twice conductivity of wire. 
Approved by Underwriters. Packed 
in handy shelf cartons. 


WOLVERINE 
TUBE COMPANY 


1141 Central Ave., Detroit, Mich. 
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Stackers and Portable Elevators—Cir- 
cular No. 199 entitled “A Quick Lesson 
In Materials Handling.” Outlines the 
methods of using both hand and power 
hoists for stacking and piling cases, 
crates, cartons, etc., from floor to ceiling 
so as to conserve warehouse space.— 
Lewis-Shepard Co., Watertown, Mass. 


Transformers — “Air Cooled Trans- 
formers for All Industrial Applications,” 
a 4-page bulletin announcing a new line 
of power, signal and control transform- 
ers—Sola Electric Co., 2525 Clybourn 
Ave., Chicago. 


sified Ads 


Rates: Fifty words or less, one insertion 
$2.00, additional words two cents each. 
Payment in advance is required for ad- 
vertising in this column. 


, > | 
Clas 








Lines Wanted 


Manufacturer’s agent desires to handle 
lines that can be sold to electrical manu- 
facturers for fabrication in their finished 
products. Eighteen years’ experience 
contacting all types of manufacturers in the 
Middle West. Box 50, ELectricAL WHOLE- 
SALING, 330 W. 42nd St., New York City. 


Representatives Wanted 


Representatives Wanted for a line of 
entrance, range, safety switches, panel- 
ettes, panelboards, cutout boxes, in the 
following states: Virginia, West Vir- 
ginia, Michigan, Ohio, eastern Indiana, 
Kentucky, Tennessee, Louisiana, Missis- 
sippi. We are desirous of contacting 
representatives thoroughly familiar with 
the wholesaling supply houses in these 
areas. We are interested only in those 
who have successful records of past ac- 
complishments. Box 51, 
WHOLESALING, 330 W. 42nd 
York City. 


St.. New 








+ Three Electrical Men of Char- 


lotte, N. C., present themselves. 
John M. Farrell, owner, Carolina 
Electric Supply Co., is flanked by 
two salesmen who work out of that 
city. E. H. Gilliam (on the left), 
sells for Allen-Bradley and John W. 
Shealy talks the merits of Economy 
Fuses. 


ELECTRICAL 








SHERMAN 
SOLDERING 


LUGS 








@ The solder cannot 
leak out at closed end, 
making a messy job and 
wasting solder. Better 
conductivity. In sizes 
15/16” 0.D. and up, 
made only of seamless 
copper tubing of exactly 
correct gauge—made for 
the purpose. Listed as 
approved by the Under- 
writers’ Laboratories. 






SOLD 
THRU 
JOBBERS 


Side Formed Lug 
Patented 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 








>) 


NlEy SOLDERING P 


THE 
ORIGINAL 
SOLDERING 
PASTE 





A uniformly good paste, that has 37 
years of success behind it, is the right 
one to carry. Burnley’s has a fine repu- 
tation and costs no more. Stock it with 
confidence — it’s approved by Under- 
writers’ Laboratories. 


Burnley Battery & Mfg. Co., 
North East, Pa. 











Just Off the Press! 


1936 Edition 
Verified Directory 
of 
Electrical Wholesalers 


(Completely Revised) 


Order from 


The Electrical Trade Publishing Co. 
330 W. 42d St. New York City 














CLOCK 


controlled 


SWITCHES 


Ask Headquarters 
The TORK CLOCK COMPANY, Inc. 
Mount Vernon, New York 
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+ Heads Up the electrical depart- 
ment of Reichman-Crosby Co., 
Memphis. As H. S. Wright is espe- 
cially interested in the Better Light- 
Better Sight campaign, he sold his 
own firm a beautiful lighting job in 
the office. The 23 ft.-candles make 
a great impression on visiting pros- 
pects. 





Positions Wanted 


Executive position wanted, with elec- 
trical wholesaler or lamp distributor. Ex- 
perienced sales, purchasing, and manage- 
ment. At present employed. Box 52, 
ELECTRICAL WHOLESALING, 330 W. 42nd St., 
New York City. 


Miscellaneous 


50% Discount on V.V. Fittings and 
Tapiets. Galvanized stock. Send us your 


orders. Freight allowed on 200 lbs. and | 


over. 5% cash discount. Box 53, ELeEc- 
TRICAL WHOLESALING, 330 W. 42nd St., 
New York City. 


Surplus Stocks Bought for cash. Sell 
us your surplus and slow-moving stocks 
of wire, cables, conduit, fittings, lighting 
fixtures, wiring devices, etc. Send us 




















Peeesbeees * 


The BLADE 


FOR THE 


ELECTRICIAN 


Cuts BX, wire mold, pipe, 
angles with remarkable ease and 
smoothness. Made in hand frame 
sizes in the following tooth com- 
binations: 14/28 — 18/36 — 
24/36 and 32/36. 


MILFORD FLEXIBLE DUPLEX 


Length and pitch stamped on blade for quick identification 








Quick-Starting 
Clean finish 


©: 






MILFORD FLEXIBLE 12" 
* EASY. a y 18T 








No Slipping 





Add vr VV 


Fine teeth on forward end start cut at any 


Longer Wear 


angle on the first stroke. 


WHOLESALERS—Write for merchandising details. 
THE HENRY 6G. THOMPSON & SON CO. 


NEW HAVEN, 


CONN. 

















your list and we will give you our offer | 
or have our representative call on you. | 
Box 54, ELectricAL WHOLESALING, 330 | 
W. 42nd St., New York City. 





+ The Sign Tells one and all that 
Graves Electric Supply Co., Green- 
ville, S. C., sells at wholesale 
only. The boss, Thomas H. Graves 
and the counter man, R. S. Brecken- 
ridge face the camera. Mr. Graves 
has 14 years of wholesaling experi- 
ence behind him, the last two as 
owner of his own house. 
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Now Ready! 


* VERIFIED” 


DIRECTORY 
of 


ELECTRICAL 
WHOLESALERS 


—_fo— 


1936 EDITION 


(Completely Revised) 


fe 


Single Copies $15 
Additional Copies, $7.50 each 


— 


Order from 


The 
Electrical Trade Publishing Co. 
330 W. 42d St. New York City 








o solder, tape, tools 


= 
asy to use 


W... 
on'tloosen 
Pr ooroves 


Congratulations NEWA on your spring 
convention. 

When you return, we invite you to in- 
vestigate the profit possibilities in 
CONEX Solderless Connectors. One 
size for all common joints. Only the 
Conex Bakelite Connector has the re- 
movable Cadmium insert for time saving 
wire connecting and inspection. Write 
for samples. 

Patent Nos. 1678752, 1700985 


WEISS & BIHELLER Merchandise Com. 














584 Broadway New York, 









































FEDERAL 
PORCELAIN 
SPECIALTIES 


CLAMP BUSHINGS 





Copper Ferrule Outstanding Feature 
These bushings are made of one piece of the best grade 


of vitrified porcelain. Clamping rings are made of metal, 
threaded to fit threads on the porcelain. By reversing 
the Clamp Ring, bushings can be used on thicker mate- 
rial. Bushings furnished in all colors. 


SOCKETS AND RECEPTACLES 
Designed for sign and similar uses, fitting a hole 15” 
in diameter. Moisture proof—twist proof—chances of 
shorts reduced to a minimum. 

WEATHERPROOF CLAMP SOCKET 

With Spring Center and Leather Gasket for 

Outlet Box and General Use 
For outlet box use this socket is listed with 4-inch lead 
wires. We also make and list a line of outlet box covers 
to be used with this socket. K-1 (shown above) special 
shape for outdoor work, preventing water from entering 
around wire. Best for fit and holds best. 

CLAMP OUTLET BOX RECEPTACLE 
With Spring Center and Leather Gaskets 
Designed particularly for outlet box use. It is attached 
to the cover by a clamping ring and has a device to pre- 

vent turning when inserting or removing the lamp. 
REPAIR SIGN RECEPTACLE 

In order to make it possible to replace with minimum 

labor sockets that may be broken, we have developed 

several types of quick repair sockets. 

Insist on Genuine Federal Bushings 
Manufacturers of a complete line of porcelain bushings, 
clamps and sockets as well as sirens, horns, Signalling 
Systems and Burglar Alarms. 


Send in Your Order Today 


FEDERAL ELECTRIC CO. 


8718 S. STATE STREET CHICAGO, ILL. 


SIMPLE, ISN’T IT? 
ILSCO 






ate 
wet” id 
ah™ 


SOLDERLESS CONNECTOR 


NOTICE: The triangular wedge formed by 

the tang and V-bottom collar, 

which forces the wire into a solid 

mesh— 

NO set-screw contact ... 

NO flattening or separating of 
wires . . 

NO limitation to one size wire . 

NO shearing effect whatsoever . . 

NO special tools required to 
make connection... 


NO need for you to search any longer for the PERFECT 
Solderless Connector—WE HAVE IT! 


























Ilsco solder lugs show the size of the largest 
wire they will take. 





FREE—A large display board, 
containing mounted samples of 
ILSCO lugs. Sent upon request. 











ILSCO COPPER TUBE & PRODUCTS, INC. 
5629 Madison Road, Cincinnati, Ohio 





100 
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Manufacturers 


Since 1896 
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PLYMOUTH 


CANTON, 


IP’S THE 


PLYMOUTH RUBBER COMPANY. Inc. 
CANTON, MASS 







FOLLOW THROUGH 
THAT COUNTS! 


That's why we follow through after the sale 
with extra services that help the wholesaler 
sell Slipknot Tape. Plymouth has cooperated 
100% with its wholesalers for 40 years and 
will continue to maintain a strict wholesaler 
policy. 

@ 


Greetings NEW A and congratulations on 
your first Spring Convention since 1930. 
We'll see you on the links at Hot Springs! 


RUBBER COMPANY, Inc. 
» » MASSACHUSETTS 



































Here's another one 


for your sales story on BUSS fuses.... 


“With Fuses made to protect - not to blow 


We cut fuse blows. 


from 3 per week to lin sixty days” 


HERE ARE THE FACTS: 


Mr. Arthur Lind, Chief Electrician of the Lumber and Veneer Plant of 
Elliott Bay Mill Co., Seattle, Wash., speaking: “The 188 amp. 440 volt 
motor on our fuel grinder was blowing ordinary 300 amp. fuses about 
three times per week. Two years ago we switched to BUSS Super-Lag 
fuses and cut our blows to not over one in sixty days. Furthermore, we 
can now trace these few blows to incorrect handling of the machine by the 
operator.” 


USE THIS IN SELLING FUSES 


Specific instances of this kind, showing actual cases of where and how 
BUSS Fuses save money, are just about the strongest kind of selling mate- 
rial you can use. 


The BUSS representative has plenty more such cases to tell you about— 
many of them right in your territory—ask him about them. 


Bussmann Mfg. Co., St. Louis, Mo. 
A Division of the McGraw Electric Co. 


BUSS super-lag FUSES 

















